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A Credit Educational Program for the Youth of Today 


T HE NATIONAL Retail Credit Association proudly announces the formation of the National Junior 
Credit Executives Club. This program has been tested, developed and successfully conducted in sev- 
eral high schools throughout the nation. It is now available to all secondary education teachers and their 
students. It provides an exciting, interesting and complete retail credit education program. 
e Sponsored by the National Retail Credit Associa- 
tion, this program has already earned the enthusiastic 
approval of outstanding school administrators, credit 
bureau managers and credit executives. Here, for the 
: , first time, is provided both detailed education about 
National Junior and active participation in consumer credit principles 
; ; and practice. It is a new approach to credit educa- 
Credit Executives Club tion for our young high school group who especially 
Incorporated need this preparation for their lives in our credit 
economy. 
e Charles F. Sheldon, Manager, Philadelphia Credit 
Bureau, and Wesley E. Scott, Director of Commer- 
NICE Organtastion Manuel cial and Distributive Education, School District of 
Charter Membership Certificate for Club Philadelphia, have provided the essential leadership 
ee eeecoe to get this vital program developed and started. 
pa tr Mr. Scott has been named Honorary National Secre- 
Subscription to The CREDIT WORLD tary of NJCE and will act as the official representa- 
—— tive of the NRCA in managing all details of the 
program. 
* Shown at left is the cover of the professionally pre- 
pared kit now available to sponsors of local National 
spsoseed by te Junior Credit Executives Clubs. The kit contains 
pnounsmeagepwcctiraetemataatis the organizational manual, charter membership cer- 
tificate, student membership certificate, membership 
pin, and other helpful material. A subscription to 
The Crepir Wor p is included with the purchase of 
a kit. It is not necessary to be a member of the NRCA to qualify as a sponsor of a local National Junior 
Credit Executives Club. 
e This is another step in the ever-expanding educational program of the NRCA. With the increasing 
use of credit as a way of life in America, it is also necessary to provide consumers, and those soon-to-be 
credit consumers, with guidance and information about how best to use this mighty power of consumer 
credit to enrich life. 


e The price of the kit is only fifteen dollars. Sponsors are cordially invited to complete the handy 
order blank below. 


Now is the time to get a NJCE Club started in Your High School 


YOU WILL BE RENDERING AN EXTREMELY WORTHWHILE EDUCATIONAL 
SERVICE TO THE YOUNG PEOPLE IN YOUR COMMUNITY 


Price $15.00 postpaid 


MAIL THIS COUPON TODAY! 


NATIONAL RETAIL CREDIT ASSOCIATION 
375 Jackson Avenue, St. Louis 30, Missouri 


Please send me KIT for National Junior Credit Executives Club. 
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inexpensive and Effective Stickers 


Past Due! Charge accounts ALL BILLS 
Immediate payment , are due and payable PROMPTLY 
\ of this account is when bill is rendered. They are 


past due if not paid within 30 days. 


C-5 Black on White 








PLEASE /{ 


Now that we’ve reminded you, 
4 we'll eppreciate YOu “i an early remitteace 
Oo age set will be appreciated. 
remittance: io 


a nee THANK YOU! 














C-18 Black and Blue on Yellow C-19 Orange and Black on White 


<< : 
; By the way you pay 
Pay your bills YOUR you write your own 


record in the files of 
in full today so your credit CREDIT the Creat Bureau 


RECORD 
will be good tomorrow. : ———=—=—S —— = 











| ap Stanly - Pay Prempty 


C-4 Black on Yellow C-3 Purple and Black on White 








Millions of cards in the fries of the 
Credit Bureaus ot the United States 


: n nada ft the bas: { 
NOW... that we ® and Canada. form the ba A 


4 credit reports used by creditor 
have reminded you, employers to judge the trustworth: 


7 indive | 
kg won’t you send us ness of individuals 


‘ a check -- Please ? a wee 


Qs 4 Make a Good 
$ 


\T TODAY THE BASIS OF CREDIT REPORTS 
ant a 


edit Record 











Please!) 4 ma yn Past Due! 


This account is \~n@#! May we have your 
past due. xu 1,000 ( assorted ) : chock? 


C-21 Red on White Stickers on this page are shown ac- > SES Ge Gee 
tual size and are printed on high gloss 
Just a Reminder —> gummed paper. You Don't Owe 
Paying bills promptly  (!74 : % Write today for free sample kit Us a Cent! 
builds a good credit ; showing full line of stickers and We hope you w 
“segtg inserts. cee A 
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RELIES ON 


COLLECTION NOTICES 


@ SAVE TIME 


Outgoing envelope, notice form and return 
envelope are combined in a single unit. 
You save time-wasting clerical handling, 
addressing and inserting. 


SAVE MONEY 


TRIPLE-DUTY notices are mailed sealed 
just like First-Class mail, yet require only 
3¢ postage anywhere in the United States. 
You still save $10 on every thousand. 


SPEED COLLECTIONS 


TRIPLE-DUTY gets First-Class attention. 
All your customers have to do is read the 
message, detach the stub, and put the 
check and stub in the reply envelope. 
Since there is nothing to fill out, nothing 
to lose, payments are made easy and will 
come in faster. 


TRIPLE-DUTY ENVELOPE CORP. 


Originators and sole mfrs. of Triple-Duty Envelopes 





FOR FREE SAMPLES AND PRICE LIST 
CLIP COUPON ...MAIL TODAY! 











TRIPLE-DUTY ENVELOPE CORP. “a 
Affiliate of Hodes-Daniel Company, Inc. 

352 4th Avenue, New York 10, N. Y. 

Gentlemen: Please send samples and price list to 
Ri iicteneeieeeceen — 


A90ntss___. 
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“And suddenly there was with the 
angel a. multitude of the heavenly 
host praising God, and saying— 
Glory to God in the Highest and 
on Earth Peace, Good Will To- 
ward Men.” 


In this glad and happy season we 
again have the wonderful privilege of ex- 
pressing our prayers and good wishes for 
those we know and love and cherish. 


All of the Directors, Officers and 
Staff of the National Retail Credit Assoct- 
ation join me in extending heartfelt greet- 
ings to all of our fellow members and to all 
of our friends of the Assoctated Credit Bu- 
reaus of America and the Credit Women’s 
Breakfast Clubs of North America. 


May God Bless You and Yours this Holiday 


SSS aS 


Season and in all the days to come. 


ook a. Jl ilitid 


PRESIDENT, National Retail Credit Association 





KEEP AMBITION 
IN BALANCE 


Here are suggestions for helping put 


in perspective the desire to get ahead 


HREE YOUNG EXECU- 

TIVES employed by the same 
large eastern corporation are mov- 
ing toward dramatically different 
fates: 

The first has alienated top man- 
agement and is losing the affection 
of his family. 

The second is going to pieces 
emotionally. His work at the office 
shows it. 

The third is receiving slow but 
steady promotions. 

In each case the primary cause 
is the same: ambition. 

The first man has too much am- 
bition, the second too little. The 
third has about the right amount 
to be relaxed and reasonably hap- 
py. 

In today’s business world every- 
body is expected to be ambitious, 
but, as one executive recruiter puts 
it, “Ambition is like an atom: It 
can do a lot of good or a lot of 
evil.” 

Too much can be as bad as too 
little. 

Much tension and unhappiness 
would be avoided if the business- 
man knew what ambition is, how 
he can measure it in himself, and 
how he can increase or decrease 
his allotment of it. The following 
suggestions, gathered by Nation’s 
Business from authorities in the 
field of human motivation, may 
help you or your associates. 

What it is—Ambition, says psy- 
chologist James Farr of Farr & 


(Reprinted by permission of NATION’S SUSINESS.) 


Glasscock Associates, New York 
executive recruiters and assessors, 
may be divided into two parts: 

One is goal-setting—the desire for 
an objective. This may be money, 
skill, prestige, position, or combina- 
tions of these or other attainments. 

The other is the drive to work 
toward that goal. 

In the healthily ambitious per- 
son these forces are in satisfactory 
balance with each other and with 
other personality traits or charac- 
teristics. 

When this balance does not exist, 
the person either doesn’t have am- 
bition or has it to excess. 

Dr. Farr tells of talking with a 
young man who expressed an ar- 
dent desire to become a vice pres- 
ident of his company. Demonstrat- 
ing how the young man acted 
during their conversation, Dr. Farr 
leaned back in his chair, plopped 
his feet on the desk, and picked 
his fingernails with a letter opener. 

“This is the position the young 
man took while telling me he would 
give anything in the world for the 
vice presidency,” he said. “Actually, 
he’d give anything except perhaps 
the hard work required.” This 
man’s goal-setting far surpassed his 
inner drive, Dr. Farr said. 

On the other hand, a person with 
plenty of drive but no objective 
struggles to get ahead without 
knowing “ahead of what.” 

“He’s like a rudderless speed- 
boat,” says Dr. Farr. “He circles 


through the water like mad with- 
out ever knowing what his course 
is. Just the same, I'd rather see a 
man with plenty of drive walk 
through that door looking for a 
job than a man with plenty of am- 
bition but no drive. It’s easier to 
direct the drive into productive 
channels.” 

How to identify it—Three things 
indicate whether or not a person 
has ambition: 

1. Dissatisfaction with things as 
they are now; seeking ways to im- 
prove the existing set-up. 

2. Looking at the future with an- 
ticipation; eagerly thinking about 
and making active plans for the 
years ahead. 

3. Restlessness to move upward; 
to receive more authority, prestige, 
money; to learn more; to do a bet- 
ter job and become more of a mas- 
ter at the trade, craft or profession. 

If you have these feelings, then 
you can put yourself on the side 
of those who want to get ahead. 

Interestingly, however, two pri- 
mary forces responsible for a per- 
son’s feelings of ambition lie be- 
yond his control. One is society, 
the other early experiences. 

The business ethic, says Dr. Har- 
ry Levinson of the famous Men- 
ninger Foundation, Topeka, Kans., 
requires that a person be ambitious. 
You're supposed to want to get 
ahead. Not everyone does. Familiar 
in most organizations is the “now- 
forgotten” 


man who rejected a 
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NO TIME OF YEAR FOR TB. 
Is there ever a right time? Of 
coursé not. But Christmas, 
more than any other season, 
should be a time of glowing 


good spirits, health and hap-. 


piness. In the fight against 
TB, it can at least be a time 
of hope—when millions of 
healthy Americans take an 
extra moment to help with 


each Christmas Seal they use.. 


$ Give that spark of hope 
—and the needed help—by 
using Christmas Seals. What 
could be more fitting for a 
season of good will to men? 
$ Answer your Christmas 
Seal letter today. bia 


a 


a 


chance for a higher job that re- 
quired uprooting of family. (See 
“You Can Tell Who Wants Suc- 
cess,” Nation's Business, Decem- 
ber 1958, and “What You Can Do 
About Stress,” Nation’s Bustngss, 
June 1958.) 

Aside from the social pressures 
that spur ambition, much of the 
molding of what a person will 
strive for begins in early childhood. 

Take the case of an oldest child. 
For a few years he received all of 
the parental attention. Then along 
came a brother or sister. There 
went the undivided care and feed- 
ing. 

In this situation the child will 
usually develop one of two ways. 
He feels somewhat rejected with 
the birth of the second child. When 
some of the attention he had come 
to expect is suddenly withdrawn, 
he may grow up feeling he is un- 
worthy of reward. Thus he easily 
could develop into a person with 
no real ambition because of a feel- 
ing that he doesn’t deserve a great 
deal from life. 

On the other hand, another older 
child might adopt the attitude, 
“Well, I'll show them. I'll become 
something really big, someone 
people will have to pay attention 
to.” He then grows up a driving, 
aggressively ambitious adult. 

Exactly why these two might 
develop in different ways needn't 
concern us here. The point is that 
experiences dating back to before 
we can remember play a part in 
shaping us so that we have am- 
bition, or lack it. Experiences 
through life add and subtract from 
the drive to get ahead, also, but 
the personality is pretty solidly 
formed by the time we reach our 
late teens. 

Having ambition is not always 
the most pleasant thing in the 
world. Recently an executive with 
a leading company remarked some- 
what tiredly to a conference asso- 
ciate, “Ambition is a painful thing.” 

He was referring to an undefined 
inner drive that seemed to compel 
him to struggle more and more 
fiercely to become productive, to 
attain prestige and position. With- 
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out really knowing why, he plum- 
mets forward toward often vaguely 
defined goals. 

Dr. Farr suggests that perhaps 
all persons with a striving to get 
ahead may be slightly neurotic. 
“But, after all, that is what makes 
the world go round,” he says. 

A psychiatrist with one of the 
largest U. S. corporations goes a 
step beyond Dr. Farr in his belief 
that extremely ambitious persons 
are not what is popularly consid- 
ered “normal.” 

The psychiatrist cautions, how- 
ever, “Don’t go running to a doctor 
just because you want a promo- 
tion.” In other words, it’s almost 
normal to be a little neurotic. One 
psychologist points out that a com- 
pletely adjusted person is scarcely 
more than a vegetable. 

What you can do about it—With 
ambition, as in so many things, 
a person prospers most materially 
and emotionally if he is able to 
strike a happy balance between 
extremes. 

Too little ambition—or at least 
too little expression of what am- 
bition exists in an individual—can 
be as harmful as an unreasonably 
exaggerated quest for higher po- 
sition and more power. If a per- 
son simply isn’t as desirous of ad- 
vancement as others, he can sail 
through life with seemingly little 
difficulty. However, if the desire 
to get ahead is there, he'd better 
do something to satisfy it. 

Not everyone with ambition to 
be president of the company is 
going to make it. There’s only one 
top man. A person failing in this 
goal will be frustrated, says Dr. 
Saul Gellerman, New York psy- 
chological consultant. But he points 
out that it is far better to be frus- 
trated than to lose your self-respect. 
This often happens, he says, when 
a person doesn’t even try to become 
the top man, but harbors a desire 
to reach those lofty heights. 

When a person who actually has 
ambition doesn’t try to develop his 
talents to the fullest, he may be 
in for emotional trouble in mid- 
life, Dr. Gellerman warns. That is 
what frequently goads a man to 





drinking excessively in his forties 
and fifties, he says. The individual 
is ashamed of himself for not try- 
ing. He’s tortured by the thought 
that he might have made it, had 
he applied himself. 

At the other extreme, too much 
ambition can let a person in for 
trouble. Excessive ambition often 
results in loss of normal social ties. 
A person may become so dedicated 
to pursuit of his career that he 
loses touch with friends and fam- 
ily. Although a person may feel 
that a great many friends are not 
necessary—and this varies from per- 
son to person—and that sooner or 
later he can resume the ties with 
his family, what happens if some- 
thing goes wrong at the job? 


Forced Out 

Suppose the company is sold, 
and he’s forced out? Suppose he 
simply doesn’t have what it takes 
or doesn’t get the breaks? In short, 
if something happens to his career, 
what’s he got then? 

He’s a stranger to his family. His 
friends will have tired of having 
their toes stepped on by the man- 
on-his-way-up. Besides, what does 
he have to interest him now? What 
hobbies does he have? The com- 
munity civic association could 
probably find a spot for him. But 
do you think he’d suddenly become 
interested in neighborhood prob- 
lems? 

Psychologists say that a man who 
gives himself so completely to one 
aspect of life is making a serious 
mistake. Emotionally, it’s like in- 
vesting all your capital in one type 
of common stock, and not having 
any bonds to hedge against reces- 
sion. Then, if the goal doesn’t ma- 
terialize, a person can and often 
does become emotionally bankrupt. 

Exaggerated ambition, too, can 
cause a person to become dissatis- 
fied with his present status in life. 
He’s carried the ambitious person’s 
tendency to look to the future so 
far that he’s unhappy about the 
present. 

Boredom with one’s job, even 
when it holds real opportunity and 
challenge, often occurs when a 


person allows himself to look too 
longingly at the future “when I'l) 
be way up there.” He’s concen- 
trating so hard on distant days 
that he feels what he’s doing today 

even if it is preparing him for 
the future—is beneath him. 

Another thing that often hap- 
pens when a person has an exag 
gerated ambition, according to one 
industrial psychologist, is that he 
can alienate top management. 
Much lip-service is paid to man- 
agement’s desire for men with am- 
bition. What they are saying, ac- 
cording to one psychologist, is, 
“But let's not get too ambitious.” 

After all, he says, who wants 
to be in the driver's seat when 
someone in the back seat is scratch 
ing and scrambling and trying to 
get the wheel away from you? A 
manager at one level often becomes 
a bit uneasy when someone just 
below is showing a driving am- 
bition. 

This doesn’t mean it is danger- 
ous to have ambition, but when 
such a blatant display of “get- 
aheadness” is seen around the of- 
fice, it tends to make those above, 
those threatened, understandably 
edgy. 

How, then, does a person go 
about setting the delicate balance 
between too much and too little 
ambition? 

Any drastic shifts in his outlook 
are likely to take some professional 
pushing and tugging, plus a real 
desire on the person’s part to 
change. 

But psychologists agree that a 
person can make certain person- 
ality modifications himself. And 
the first step toward making the 
desired modifications is self-real- 
ization. 


Bice OF DisTiNCTION 
1902 PAPER, FOIL, GUMMED, UNGUMMED, 


PRESSURE SENSITIVE, ROLL FORM, FLAT 
OR EMBOSSED DIE CUT OR STRAIGHT CUT 











ST LOUIS STICKER Company 


1907 LOCUST ST LOUIS3.M0. CE 1-2964 


Dr. Gellerman says a _ person 
should honestly try to face up to 
his “worth in the market place.” 
Forgetting the daydreams and idle 
wishes, what are your chances of 
becoming the top man? 

And do you want to be presi- 
dent? Often, upon examination of 
one’s own desires, a person realizes 
that his 
presidency of the company were 
falsehoods to himself. He actually 


imagined ambitions for 


does not want to pay the price in 
responsibility, harder work and loss 
of family hours. He then begins 
to adjust his ambitions to more 
realistic goals, ones with which he 
will be comfortable. 


Past Achievements 
Look — back your past 
achievements. Often this is a good 
way to appraise your market worth. 
Use your achievements and fail- 
ures as something of a guide to 
what you can expect in the future. 


over 


Don’t become frightened by the 
ambitions you have, though. Dr. 
Peter G. Washington, 
D. C., psychiatrist, says that many 
individuals tend to look up at the 
top of the mountain where they 
would like to go and then become 
despondent because they feel they 
will never reach such peaks. Actu- 
ally, what they should do, Dr. 
Angelos says, is stop for a moment 
and take a look back at the dis- 
tance they have already traveled. 
This tends to give them courage 
to go forward. 


Angelos, 


Dr. Farr says a person should 
set subgoals leading to his main 
objective. Then, as each subgoal 
is reached, it tends to spur him 
on to reach the next goal. 

Setting subgoals also serves an- 
other purpose, he says. Nothing 
breeds ambition like success. Suc- 
cess in the subgoals acts to inject 
a little more ambition into the sys- 
tem. 


An honest reappraisal of your 
goals, your ambitions, may not 
solve all your problems, but it will 
go a long way toward leading you 
to a productive and satisfying 
career. wiek 
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A Savings and Loan Association 


Looks at Credit 


OLISH YOUR CRYSTAL 

BALL and think in terms of 
one third the span of your whole 
life. Use every means available and 
forecast 25 years in the life of Mr. 
Average American. Loan officers 
do so many times each day in 
savings and loan associations our 
country over. 

Home building and home owner- 
ship have reached an all time high 
level due to long term financing. 
The two words, long term, form 
both problem and solution for the 
savings and loan association grantor 
of credit. On the basis of past and 
present credit experience he must 
postulate the credit habits of the 
prospective borrower for the next 
quarter century. Involved must be 
a knowledge and understanding of 
business and political trends on 
local, state and federal levels. The 
savings dollar being invested, al- 
though insured, must be managed 
by the soundest investment policies 
befitting the occasion. 

But what principles make up this 
“crystal ball” through which we 
gaze? Point one. The answer can 
come only after erasing an impres- 
sion many of us seem to hold. A 
home loan is made to the individual 
and not to the collateral. A savings 
and loan association is not in the 
foreclosure business and should not 
loan when the prospective borrower 
himself is unqualified. Point two. 
The association is dealing in money 
that has been deposited with it for 
many reasons. The depositor wishes 
a safe, convenient investment and 
he wishes a fair return. Point three. 
Contrary to the case of the retailer, 


FREDERICK W. ATHERTON 


Loan Officer, Germania Savings and Loan Association 


a savings and loan association deals 
in “merchandise” that carries what 
we shall call a dollar for dollar 
value. The worth of the “merchan- 
dise” when secured from the whole- 
saler, the saver, is the same as the 
worth of the “merchandise” when 
disbursed to the consumer, the 
borrower. There is no margin or 
“mark-up” to cushion the actual 
force of a bad account. Point four. 
The purchase of a home usually 
involves a man’s largest single in- 
vestment. It provides shelter and 
security for the man and his family. 
Point five. What will be the popu- 
lation trends, real estate values and 
our economy five, ten or more years 
from now when a large part of the 
original investment is still outstand- 
ing? No attempt is made here to 
say that these five points are the 
only principles affecting the think- 
ing of the loan department of a 
savings and loan association. They 
are representative though, and they 
will help to describe that “crystal 
ball” of which we speak. 

Perhaps we can be more specific 
in explaining how we look at credit 
and credit experience. The primary 
source of credit information, unless 
the prospective borrower is an old 
customer, is the report obtained 
through the local credit bureau. 
Understanding the specific needs of 
each type of | -dit grantor is neces- 
sary before any bureau can give a 
satisfactory report. In addition to 
open accounts and recently closed 
accounts a savings and loan associ- 
ation tries to analyze other bits of 
information usually available to a 
credit bureau that enter the cate- 
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Alton, Illinois 


gory of affecting credit rather than 
the category of credit itself. Here 
are some examples to give you an 
idea of what is meant. 

An analysis of previous addresses 
will reflect the type of neighbor- 
hood chosen by a family prior to 
the present and will provide a 
measure of the stability of that 
family. This seemingly unimportant 
item, when properly studied from 
complete information, inserts an 
important piece of the over-all pic- 
ture into our “crystal ball”. 

Marital experiences affect a home 
loan for obvious reasons. Since the 
relative importance placed on mer- 
chandise is the measure of responsi- 
bility felt toward that merchandise, 
the record of a tottering home life 
is often a warning light deserving 
consideration. 

Lack of respect for law and order 
is still another measure of a man’s 
stability and sense of values. Creat- 
ing a public disturbance, driving 
under the influence of alcohol, dis- 
regarding traffic regulations; all 
these and others tell a story. Is this 
applicant we are considering a 
worthy man? Is he honest? Can we 
feel that he will live up to the 
terms of his contract with our asso- 
ciation? Will he honor his commit- 
ments when the going is hard as 
well as when things are going along 
smoothly? 

Employment history can indicate 
a man’s stability and skills. We 
must face two considerations in this 
regard; the stability of the man and 
the stability of the job. There are 


many types of employment in our 





society that are seasonal in nature 
or are finely balanced on the edge 
of economic trends. Holders of 
these types of employment need the 
far sightedness and will power to 
understand the meaning of this 
“built-in” instability and to be pre- 
pared for a “slack” time should it 
come. 

The knowledge of an applicant's 
liquid assets is important. For ex- 
ample, how can the decision to 
extend a home loan be a wise de- 
cision unless there is knowledge of 
the source of the balance of the 
purchase price? Moving into a 
different house presents hidden ex- 
penses that strain many a household 
budget. If the home buyer is pre- 
pared for such expenses, he makes 
a better showing in the risk analysis. 
Home ownership is a serious re- 
sponsibility and without a “nest- 
egg” how can the homeowner be 
prepared to meet that responsibility 
should the unexpected occur. A 
record of intelligent saving and a 
record of properly handling his 
checking account speak highly for 
a man’s financial “sense.” 

Bankruptcies can seldom be ex- 
plained away. For this paragraph 
and the next we must remember the 
long term nature of a home loan, 
the large amount of money involved 
and the stability factor pointed up 
in the last several paragraphs. The 
prevailing theme of the bankrupt 
with which we have come in con- 
tact is one of perfect innocence. He 
has caused no harm, no inconven- 
ience, no loss to anyone. He always 
repays those accounts that are just 
and where he is treated nicely. Is 
it not a cardinal principle in all 
forms of enterprise that mistakes 
must be recognized before they can 
be kept from recurring. 

One or even two collection ac- 
counts can sometimes be explained 
as an oversight and, therefore, carry 
little weight. Possibly they are even 
unjust claims. But as the number 
of these accounts begins to mount, 
we wonder if it can be possible for 
them all to be unjust. We wonder 
if they are all merely an oversight, 
will not the applicant tend to be 


forgetful about our payment also? 
Servicing an account is an expense. 
What is normal servicing and at 
what point does abnormal servicing 
cut too deeply into profit? 

The report on how an individual 
satisfies an obligation usually fol- 
lows a brief pattern or “code” such 
as the terms 
slow.” 


“as agreed” or “very 
There is often a vague un- 
derstanding of the exact meanings 
of the terms used in this “code.” 
What one credit granter would con- 
sider ‘slow’, another might consider 
“fair” or “very In the ab- 
sence of exact meanings or a com- 
pletely standardized reporting pro- 
cedure each credit statement must 
be analyzed, keeping in mind the 
credit policies and practices of the 
business establishment involved. 
Herein lies a direct “plug” for the 
trade organization known in many 
communities as the Credit Granters. 

The dates current obligations 
were incurred will be our last “spe- 
cific.” Has the prospective borrower 
been steadily building up his in- 


ry slow.” 
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debtedness? Has he been over- 
obligated in the past? Or has he a 
record of credit purchases and re- 
payments over a period of time in 
keeping with his income? 

The main theme running through 
this consideration of “specifics” is 
one of stability, of responsibility. 
There is an example that will spe- 
cifically point up this theme. Some 
will find the example to contain 
logic. Some, fewer in number, may 
find the example to not contain 
logic. A man’s home and his family 
are, to an extent, synonymous. A 
man’s stability and sense of respon- 
sibility are determined to a great 
extent by his regard for that home 
and family. A part of the welfare 
of that home and family is admin- 
The 
bills is, 
a direct reflection on the 
sense of responsibility and the sta- 
bility of the head of the household. 
Realizing this, have we the right 
to dismiss unpaid doctor bills with 
a shrug and say so what, everyone 
takes in paying their 
doctor. 


istered by a medical doctor. 
non-payment of 
therefore, 


doctor 


their time 


Home ownership is a right, but it 
is a right that should be earned. It 
is a state that carries definite re- 
sponsibilities; a state that some peo- 
ple do not want, that some people 
can not handle, that some people 
even use to the detriment of others. 
A community of responsible home 
owners who maintain their homes 
in good condition has no problem 
of blighted areas. 


The nature of savings and loan 
associations and their influence in- 
side and outside the financial com- 
munity pose a magnificent respon- 
sibility. Of the many measures 
used to determine the qualifications 
of a prospective borrower, should 
the need for home ownership to be 
an earned right be one of those 
measures? Whether the answer to 
that question is “yes” or whether 
it is obvious that 
the responsibility of each credit 
reporter is extremely great. The 
responsibility of proper and thor- 
ough analysis of the credit informa- 
tion received is even greater. *** 


the answer is “no,” 
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.,. lake a Second Look 


CLARENCE W. ALLGOOD 
Referee in Bankruptcy 
Birmingham, Alabama 


UR CHIEF CONCERN in the 
operation of the Wage Earn- 
through the Debtor's 
Court is to help wage earners pay 
their debts, and at the same time 
help creditors collect the full pay- 
ment of their accounts. 

Since the Debtor's Court proc- 
esses approximately 6,000 cases a 


ers Plan 


year and pays creditors approxi- 
mately $3,000,000 annually, and 
since indebtedness has shown a 
during the 


past 12 months, we would like to 


tremendous increase 
take this opportunity to encourage 
business people to take a second 
look at all credit applications. 

We try to be fair and reasonable 
to both debtors and creditors when 
we set up cases. In doing so we 
hope to ultimately rehabilitate the 
debtor to the extent that he will 
again be a good credit risk. We 
also hope to insure the creditor 
of money justly due him. To ac- 
complish this, however, we need 
the full cooperation of business 
which extends credit. In a sub- 
stantial number of cases creditors 
have been responsible for people 
being in Debtor’s Court. 

By taking a second look at a 
customer's credit record, you make 
an extra effort to be sure before 
going ahead and granting or over- 
extending credit. The first look 
may give reasonable assurance that 
a customer is a good risk, but a 
second look will double that as- 
surance and save time, trouble and 
money, not to mention lightening 
the workload of the Debtor's 
Court. 

When this is done, the possibility 
of extending credit to one already 
paying off his indebtedness through 
Debtor's Court is unlikely. Amend- 
ments to cases, which increase the 
debtor's payments and prolong 
payments to creditors, will be non- 


existent. 

Not long ago we had a case of 
a man who came into Debtor's 
Court owing $800. Later, four 
amendments were added to his 
case, increasing his indebtedness to 
almost $5,000, of which only $1,500 
was secured claims. The balance 
was unsecured and all but one of 
the claims were places of business, 
indicating that a number of credit 
people failed to take a second look 
at the customer’s credit record. 

Not all Debtor's 
Court come from the wage-earning 
working class. We have had cases 
of school teachers, lawyers, physi- 


petitions in 


cians, and other middle and upper 
class people. 

A year or so ago, a case in which 
we took special interest, concerned 
a plant executive whose annual in- 
come amounted to five figures. He 
had an excellent position with a 
local manufacturer. He had credit 
in every store in the city—and he 
used it. 

Shortly after his arrival, he pur- 
chased a $6,500 automobile. He 
then bought a $40,000 home, plus 
all the furnishings. A short time 
later, when the stork visited his 
home, he discovered much to his 
surprise he owed an additional 
$8,000 in open accounts. 

The result was he came to Debt- 
ors Court. He followed our recom- 
mendations—returned the expensive 
automobile for a low-priced used 
car, sold his house and moved into 
an apartment. Today, this man is 
back on his feet. He still has his 
same good position and salary and 
he is a No. 1 credit risk. He has 
learned his lesson. This is a typi- 
cal case. 

Every day we hear cases where 
debtors have been granted much 
more credit than they can possibly 
be expected to carry. Under the 
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new loan law, many companies 
have opened new offices in this 
district. Many of them have sev- 
eral branches, all fighting for vol- 
ume. It is not unusual to find a 
debtor earning less than $40 a week 
net, with from two to six children, 
indebted to four or five loan com- 
panies for a total of over a thous- 
and dollars, with monthly pay- 
ments that exceed their monthly 
income. This is a bad situation and 
it will get worse before it gets bet- 
ter. Everyday we have cases listing 
numerous loan companies, all hav- 
ing loans secured by mortgages on 
household goods. 

Since last January, we have no- 
ticed a marked increase in liabili- 
ties listed by debtors filing Wage 
Earner cases and a steady decrease 
in their earnings. We have many 
people in the district unemployed 
or working from one to four days 
a week. All this calls for a more 
cautious approach to the granting 
of credit. 

We strongly urge all people do- 
ing a credit business, and this in- 
cludes the small as well as the large 
operators, to take a second look 
at all credit customers. New babies, 
automobiles, divorces and alimony, 
income taxes, loans, loss of employ- 
ment, sickness .... any one of 
these can get a man or woman in 
financial difficulties over night. 

One automatically gives a second 
look before he crosses a busy inter- 
section, drives onto railroad tracks 
or rushes into rain or fog. He in- 
variably gives a second look at a 
letter he is about to mail to see if 
it is correctly addressed, or a medi- 
cine bottle before he is about to 
take its contents. 

A businessman who extends cred- 
it will not suffer financial losses 
and can stay out of Debtor’s Court, 
with few exceptions, if he will take 
a second look at all credit appli- 
cants. 

Take a second look before you 
act. It may save you, and us, many 
headaches. We sincerely trust that 
you will take more than one look 
before selling an individual who 
has a pending case in the Court. 





Bird-in-Hand Credit Granting 


IN THE PAST, statistics showed 
that more than half of the losses 
in the retail credit field was due to 
the disappearance of debtors. Not 
only did the insufficient knowledge 
in methods for tracing such debtors 
contribute to these losses, but there 
was also the usually vastly greater 
moving around of people and homes 
and apartments more readily avail- 
able than now. 

With the 
shortages, 


later era of housing 
the higher expenses en- 
tailed in moving and in other con- 
siderations, there is much more 
stability to impel people to stay 
where they are. Therefore, I would 
venture that present day losses are 
far from due to disappearances of 
Rather, I am inclined to 


believe that overbuying is the major 


debtors. 
cause of bad debts. Also, losses are 
less occasioned by disappearances, 
because of greater knowledge for 
finding debtors. 

We stress, and rightly so, the im- 
portant function of credit granting 
is the creation of sales. We must 
concede that 


facilities for credit 


information are more highly de- 


veloped through a wider interchain 


CHARLES LEON TUMASEL 
Dumont, New Jersey 


of credit bureaus and the same effi- 
ciency applies to collection sources. 
There is, however, the tendency to 
overshadow too much the more and 
more buying and procuring of more 
and more charge customers to the 
possible neglect of those credit cus- 
tomers already established on the 
books. 

We may name any thorough at- 
tention to established charge cus- 
tomers as bird-in-hand credit grant- 
ing, as obviously based on the old 
proverb of “A bird in the hand is 
worth two in the bush.” It means, 
above all, that prompt and sympa- 
thetic attention must be given to 
all complaints. If not solved, these 
complaints mount into debt losses, 
constant rehashing of complaints, 
loss of such customers and valuable 
future business mounting into 
thousands of dollars, not only from 
such customers, but also from their 
friends and relatives who lend re- 
ceptive ears to the justifiable griev- 
ances. 

Such people become not only 
afraid to charge their purchases, 
but refuse to deal further with the 
organization, even on a cash basis. 


Neglect of complaint adjustments 
through a staff's unwillingness to 
be patient, or fair, or being gruff 
toward the customer, or promises 
for adjusting complaints are unkept 
and the debt carried on the books 
uncredited and as a past-due debt, 
all these are serious factors toward 
destroying bird-in-the-hand credit 
granting. 

Even though these “oversights” 
toward unadjusted complaints may 
continue, despite necessary precau- 
tions and even to a lesser degree, it 
is then that the ultimate collection 
functions as a_ collection 
Good will may be 
restored through the latter, the cus- 
tomer’s 


source 


“sales” source. 


standing throughout the 
credit sphere enhanced, purchasing 
renewed, and the true worth of the 
collecting source realized as a com- 
plaint adjuster, sales promoter, and 
not just merely a collector of bad 
debts. 
be alert to these extremely impor- 
salvaging bad 


Collection sources must ever 


tant phases when 
debts. 
Bird-in-hand credit granting must 
be carefully nurtured and never 
neglected. xk 
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Two for the Price of One! 


An Outstanding Consumer Credit Conference 
— and — 
A Wonderful Vacation on Fabulous Miami Beach 


Also a post-conference tour to Nassau. 


Credit Sales Clinics 
General Sessions 


= Industry and Professional 
Idea Exchange Sessions § = es. Group Sessions 


: “ —— Evening Group 
Many Entertainment " ett xs . : Entertainment 
Features for the Ladies im 
Exhibits 


Americana Hotel, Miami Beach, Florida 


ALL DAY SPECIALIZED GROUP SESSIONS 


Health Professions Furniture, Music and Appliance Department, Apparel, 

Instalment Credit Bankers Credit Specialty Store Credit 

Mortuary Credit Cemetery Credit 

Multiple Store Credit Newspapers and Publishers Central Charge Plans 

Public Utilities Credit . Medical Assistants Hotels, Motels and Travel 

Drug Store and Appliance Credit Home Service Industries Credit Service Credit 

National Credit Card Users Consumer and Sales Finance Credit Hardware, Building Materials, 
and Construction Credit 


Credit Unions 


Conference Theme— 


“KNOW-HOW .... THE KEY TO A SUCCESSFUL CREDIT OPERATION” 


Co-Sponsored By 


National Retail Credit Association and 
Credit Women’s Breakfast Clubs of North America 


47th Annual International Consumer Credit Conference 
June 3-7, 1961 


Americana Hotel Miami Beach, Florida 


Associated Credit Bureaus of America will hold their annual meeting, June 8-10, 1961, at the Americana Hotel 
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ELECTRONIC 


CHECK HANDLING 


The Federal Reserve Bank of New York will receive 
delivery in the next few weeks of the various components 
of its pilot installation of high-speed electronic check- 
processing equipment. Similar equipment will be installed 
at four other Federal Reserve Banks in the next several 
months, thereby providing a thorough System-wide test- 
ing of performance capability and operational feasibility 
of equipment of various manufacturers under the require- 
ments of check handling in different Federal Reserve 
offices. In efforts to move toward practical electronic 
processing of checks, the Federal Reserve System has been 
working closely with the American Bankers Association 
(ABA), the organization which has been the prime mover 
behind the progress toward check automation. 

This introduction of “machines that can read if written 
to in their own language”, the common machine language 
in E-13B magnetic ink characters recommended by the 
ABA, represents another significant step toward solution of 
the most pressing operational problem facing banks today 
—namely, how to process efficiently an enormous and 
ever-mounting volume of checks. The number of checks 
used each year was about 3.5 billion before World War II 
but grew to about 8 billion in 1952, and to more than 
12 billion last year, of which some 4 billion passed through 
the Federal Reserve System. By 1970 the annual volume 
of checks passing through the banking system is expected 
to exceed 20 billion. 

Staggering as these totals may be, they reveal only part 
of the work involved, since each check is handled ten 
to twenty times and by two or more different banks. 
Hand in hand with the expansion of check-handling opera- 
tions has come an increasingly acute shortage of qualified 
personnel and a corresponding increase in the cost of 
sorting, posting, and other check-handling operations. And 
just as the old-fashioned hand processing became hope- 
lessly inadequate twenty years ago, the conventional check 
sorting and listing machine now in general use is also 
rapidly becoming inadequate to cope with today’s flow of 
checks. It was the acuteness of this problem that led the 
Bank Management Commission of the ABA to explore 
the possibility of automation. 

The large-scale testing of electronic check-handling 
equipment about to start at five Federal Reserve Banks 
follows a period of intensive study, designing, and pre- 
testing by the various institutions and manufacturers con- 
cerned. In December 1958, the common machine lan- 
guage in magnetic ink characters—developed under ABA 
auspices and with the cooperation of the check-print- 
ing industry and equipment manufacturers—was unani- 
mously approved by all major manufacturers involved. 
Since about 80 per cent of all the checks deposited in 
or cashed at one bank must be sent to other banks for 
payment, the development of such a common language for 
all machines to “read” was an all-important step in the 
program. This language, which has now gained wide- 
spread acceptance, is known as MICR (Magnetic Ink 
Character Recognition). 

The test about to be made at various Federal Reserve 
Banks will be meaningful only if the transit number and 
amount fields are encoded, as described below, on a 
sizable number of checks passing through the Federal 
Reserve Banks. The progress achieved so far has been 
highly encouraging. For a number of months, the Federal 
Reserve Bank of New York has been preprinting the rout- 


@ Federal Reserve Bank of New York 


ing symbol-transit number in magnetic ink on all its 
own checks, and has been supplying preprinted check 
forms to member and nonmember clearing banks for 
drawing on their accounts at the “Fed”. The commercial 
banks have also begun to make significant progress in 
implementing the program. A survey in June by the 
Federal Reserve Bank of New York revealed that 125 
out of the approximately 1,000 banking offices to which 
this Bank sends checks in the Second District had cus- 
tomers who were writing checks on forms that had the 
routing symbol-transit number preprinted in magnetic 
ink characters—a threefold gain since January 1960, Nearly 
all New York City Clearing House banks had begun to 
provide their customers with preprinted checks, and 82 
checks per thousand drawn on these banks carried the 
routing symbol-transit number in magnetic ink charac- 
ters, compared with only 16 per thousand in January. 
Outside New York City, 58 out of each one thousand 
items drawn on Second District banks carried the routing 
symbol-transit number in June as against only 22 in 
January. 

Encouraging as the progress thus far may be, the poten- 
tial benefits of electronic check-handling operations cannot 
be fully realized until a considerably higher percentage of 
the checks passing through the banking system is 
“qualified”—that is, properly prepared for handling by the 
new equipment. The Federal Reserve Bank of New York 
and the other Reserve Banks have therefore joined the 
ABA in urging all commercial banks to have their check 
forms so prepared, and to encourage depositors who have 
their own checks printed to do likewise. 

What are the steps that a bank should take to “qualify” 
its check forms? These steps are quite simple and rela- 
tively inexpensive if a bank does not contemplate automa- 
tion of its own check-handling operations at this time. 
First, some redesigning of a bank’s checks may be re- 
quired. This Bank understands, however, that the majority 
of check printers who are members of the Lithographers 
and Printers National Association have already redesigned 
their so-called catalogue or stock checks. For banks using 
these checks, the redesign problem will therefore be solved 
at only slight cost, if any. Most printers, moreover, are 
prepared to assist the banks in the redesign of all special 
checks, and in addition this Bank will be glad to lend such 
assistance as it can. Actually, as may be seen in the 
illustration, the MICR check looks very much like most 
conventional checks. However, its length must be at least 
6 inches and must not exceed 8% inches, and its width 
must fall between 2% inches and 3-2/3 inches. Moreover 
—and this is cruciaily important—there must be a clear 
“Magic Band” of %-inch width, extending at least 6 inches 
along the bottom of the check from the lower right corner, 
in which no printing other than the prescribed E-13B 
characters in magnetic ink is permitted. Printing in non- 
magnetic ink of border lines is permitted in this band 
provided it does not interfere with the visual reading of 
the magnetic ink characters. The redesigning of checks to 
open up this “Magic Band’ may require that the informa- 
tion now on checks be somewhat concentrated in other 
areas. One side benefit to banks of a widespread acceptance 
of these specifications is a probable significant reduction 
in the number of “headache” checks—nonstandard checks 
which cause errors and slowdowns in present check- 


handling procedures. 
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The next step is to arrange for the preprinting in mag- 
netic ink characters of the routing symbol-transit number 
in the position prescribed by the ABA (see illustration) — 
in effect giving the check its “electronic address”. For 
banks not contemplating the adoption of automated ac- 
counting systems for their own check handling, no other 
action is necessary with respect to their own checks. Other 
banks, however, will wish to consider the preprinting in 
magnetic ink of the customer's account number in the 
“On Us Field” of the “Magic Band”, since this is required 
to make checks compatible with a fully automated deposit- 
accounting system. 

The final step in making the check fully qualified in- 
volves coding the amount of the check in the “Amount 
Field”. This operation, which calls for encoding equip- 
ment, can be performed by the first bank receiving the 
check that has such equipment, in most cases as a by- 
product of proving the deposit. In connection with testing 
its newly installed equipment, the Federal Reserve Bank 
of New York for the present will encode the amount on 
some checks not so coded but otherwise qualified. From 
the point of view of a smoothly operating MICR system, 
however, it is obviously desirable that as many checks 
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as possible arrive at the “Fed” or at any other intermediate 
collecting bank with the amount already encoded. 

Many of the large and middle-sized banks in the Sec- 
ond District have ordered or are considering encoding 
equipment. Moreover, to encourage the wider use of 
encoding devices, the Federal] Reserve Bank of New York 
will be prepared to consider reciprocal agreements with 
any of its member banks under which it will encode dollar 
amounts on checks sent by it to such banks and the 
member banks will similarly encode checks sent by them 
to the “Fed” for collection. Once fully encoded, the check 
becomes qualified for processing through high-speed 
equipment capable of handling upward of 50,000 checks 
an hour. 

Questions will naturally be raised in the banker's 
mind regarding the costs of the program and its advan- 
tages. As to the costs, these appear quite moderate when 
viewed against the potential benefits. The redesigning of 
a bank’s checks may involve some added expenditure, 
but this can be minimized through the use, as previously 
noted, of stock or catalogue checks. For special checks, 
the redesigning cost will of course vary according to the 
design but, in any case, will be incurred only once. The 





Theories of Inflation and Consumer Instalment Credit 


THE RAPID INCREASE in instalment credit since the 
end of World War II, and especially during 1955, has been 
of major concern because it was thought that this credit 
contributes to economic instability. The primary purpose 
of this study is to investigate the inflationary characteristics 
of consumer instalment credit. 

A historical review of consumer credit theories shows 
that economists have not reached a general agreement on 
these theories. Moreover, economists do not agree on the 
exact nature and causes of inflation. 


This study examines, first, the economics of inflation. 
Economic theories are based on several assumptions. In 
one, known as the “monetary theory,” it is assumed that 
a change in the quantity of money is the primary cause of 
inflation; but, since the volume of trade and the velocity 
of money are assumed to be constant, the validity of the 
quantity theory is subject to serious criticism. Another 
theory attributes changes in the price level to changes in 
the total volume of spending for consumption and invest- 
ment. Wage increases in excess of productivity gains tend 
to push prices up. 

The second objective of this investigation is to establish 
the role of instalment credit in the economy. Analysis is 
made of the nature, meaning, and function of instalment 
credit; the nature and type of goods purchased; and the 
institutions engaged in making instalment loans. The 
demand for instalment credit service is a derived demand, 
based on the desire for high-priced durable goods which 
cannot be bought easily from current income. The supply 
of instalment credit comes from the funds flowing into 
consumer credit institutions in the form of savings and 
bank credit. Instalment credit statistics, analyzed in rela- 
tion to measures of economic activity and the over-all debt 


structure, show the growth and importance of instalment 
credit. 

Third, the study analyses instalment credit as an infla- 
tionary force. Theories of inflation are examined with 
respect to the relation of instalment credit to aggregate 
demand, as well as to the relationship of consumers’ spend- 
ing and income. On the one hand, an expansion of instal- 
ment credit may have inflationary effects, depending on 
whether total spending is higher than it would be without 
such credit. On the other hand, an expansion of instalment 
credit favorably affects economic activity if it encourages 
increased production of durable goods, since many indus- 
tries that rely on credit are subject to decreasing costs and 
important economies are obtainable from an expansion of 
their output. An examination into the actual inflationary 
developments in the United States during the period 1929- 
58 reveals that large government expenditures and wage 
increases have been responsible for most of the inflationary 
movements. 


It is concluded that the influence of instalment credit 
on the price level depends on its effects on aggregate de- 
mand as well as on aggregate supply. It appears that, in 
the long run, instalment credit has increased supply, re- 
sulting in mass production, mass distribution, and lower 
prices. The use of instalment credit h»s also changed the 
structure of consumer demand by incr asing the demand 
for automobiles and major household goods while lessening 
demand for many other commercially produced products 
and services. Finally, it is concluded that instalment credit 
is not a major cause of inflation; therefore, direct control 
of the amount of such credit granted per se, as a curb on 
inflation, is not necessary.—John R. Kreidle, University of 
Arkansas. 





preprinting of the routing symbol-transit number in mag- 
netic ink may also involve slightly higher outlays, al- 
though this additional cost is expected to decline as 
experience and volume increase. Equipment to encode 
the amount on incoming checks will, to be sure, require 
a larger initial outlay than some of the smaller banks 
may wish to make immediately. However, it is not ex- 
pected at this stage of the program that all of the smaller 
banks will encode the amount. 

The potential advantages of a widespread adoption of 
the MICK system far outweigh the probable cost of the 
program. From the point of view of large and medium- 
sized banks that process a large number of checks, the 
use of equipment capable of handling some 50,000 checks 
an hour will clearly provide important benefits, in lower 
handling costs, increased productivity, and greater ac- 
curacy. For these banks, MICR opens the way toward 
putting virtually their entire check-handling operation on 
a fully automated basis. While the benefits in the case of 
the smaller banks may not seem so great, they are never- 
theless real. The new system will undoubtedly result, for 
example, in a reduction of mis-sent items, the speedier 
collection of checks, and a more prompt return of unpaid 
checks. Many of the smaller banks, morever, may have 
depositors who draw large volumes of checks and who 
may be interested in using MICR in the “On Us Field” of 
the check, as well as in coding the amount, in order to 
make the check compatible with their own automated 
accounting systems. Under such circumstances, the addi- 
tion of the routing symbol-transit number in magnetic ink 
characters would probably involve very little, if any, addi- 


tional cost. Finally, cooperation in the program will satisfy 
the natural desire of most bankers to participate in any 
effort to improve the efficiency of the entire banking 
system. 

The overnight adoption of MICR coding is, of course 
not to be expected. Given the large number, varied size, 
and other characteristics of banks in this country, any 
major procedural innovation takes time. Furthermore 
banks would not be expected to replace their present 
stocks of check forms with the “new” checks unless it is 
to their advantage to do so. A parallel can be drawn 
between the present program and the introduction in 
1945, also under the auspices of the ABA, of the familiar 
fractional transit number-routing symbol now printed in 
the “northeast” corner of most checks. As most bankers 
will recall, the widespread adoption of this program took 
some time. However, as its advantages became apparent, 
an increasing number of banks began to print the frac- 
tional symbol and in recent years nearly all checks have 
been so printed. The use of the transit number-routing 
symbol permitted operators to obtain maximum speed 
from proof machines without requiring instruction in all 
transit details, eliminated the problem of determining the 
proper Reserve Bank or branch of States located in two 
Reserve Districts, and greatly reduced the number of 
sorting errors. And just as the introduction of this system 
was undoubtedly instrumental in permitting the banking 
system to handle efficiently the sharp increase in the 
volume of checks since World War II, the MICR program 
is expected to enable banks to handle further growth in 
the number of checks over the coming decade. wiek 
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~ What Welcome Newcomer Can Do For You and... 


. For Your Community 
ROBERT A. ROSS, Vice President, Neiman-Marcus, - Dallas, Texas 


IN OUR OPINION, the best appraisal of any service may 
be had from the man or woman who recently has had an 
occasion to use that service. A newcomer to Dallas has 
just related to us her experience with our Welcome New- 
comer Service. She, like many before her, had broken 
her home ties in another city, had left her circle of friends 
and naturally had a feeling of loneliness in a new home 
that was strange to her and located among strangers. 


The nicest thing that happened to her, according to her 
statement, was a call by a charming young lady from the 
Welcome Newcomer Service, who actually seemed to have 
an interest in her well-being and who gave her a wealth of 
information, in addition to a map of the city and the bus 
schedules for the public transportation system. This visitor 
also gave her information about the churches in her vicin- 
ity; about schools for the children; about clubs, parks, 
recreational facilities, art galleries and other cultural 
facilities. 

One of the things the newcomer particularly mentioned 
was that the Welcome Newcomer hostess had invited her 
to fill out a credit application. She stated that she had 
never before been extended this privilege in the privacy 
of her home. 

After the visit, the newcomer felt that someone cared 
about her happiness and well-being. 

Similar stories have been told to us many times by new- 
comers to Dallas. In many cases, the new Dallasites have 
told us their stories when they made purchases in our 
store as they were invited to do at the time the Welcome 
Newcomer Service hostess called on them. We think this 
service is a part of good community relations. 


. For Your Store 
HENRY C. ALEXANDER, Belk Brothers Company, Charlotte, WN. C. 


DOWN SOUTH where I live it’s an old established cus- 
tom to call on a new neighbor. Since a store cannot make 
such a personal call, the next best thing is to have a 
trained, courteous and helpful representative do this for us. 

The Welcome Newcomer hostess not only extends a 
warm welcome to the city but also a cordial invitation to 
visit our store as well. She explains our services and offers 
to be of assistance in any way she can. Above all, she 
tries to make the newcomer feel he is a welcome addition 
to our city. 

Many hostess services perform these functions. In fact, 
we have one that has done this for our store over a period 
of many years. But we have found it to our advantage to 
go a little further. We not only want to welcome the new- 
comer, we want to know the newcomer. As a matter of 
fact, we have to know a lot about him if we are to extend 
him the full service of the store. 

Therefore, we also subscribe to the Welcome Newcomer 
Service. Not only does this service make the new resident 
of our community feel at home, explain our services and 
sell our store but its trained personnel secure a complete 
credit application and send us a complete Factbilt credit 
report. Thus, we are in a position to intelligently extend 
credit quickly and safely. 

The Welcome Newcomer Service has done a grand job 
for us for several years. We are happy to recommend it. 
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. . For Your Credit Bureau 
JOHN R. CLARK, Credit Manager, Monnig's, Fort Worth, Texas 


I HAVE HAD an opportunity to observe the develop- 
ment of the Welcome Newcomer Service, a division of 
our credit bureau, since its inception some six years ago. 
My observations have convinced me that the service 
benefits the bureau in several ways. 

To begin with, the Welcome Newcomer Service is a 
fine public relations gesture. The newcomer greatly ap- 
preciates being welcomed by the Service’s hostess. This 
friendliness shows an interest in his welfare and offers 
him an opportunity to establish himself in the city with- 
out delay. 

Then, the Service is the one factor that may well mean 
the difference between having members and users regard 
the bureau as a wide awake, efficient and reliable source 
of information or as just an average bureau. The reason 
for this is that the bureau can obtain sufficient firsthand 
information from the newcomer to obtain the newcomer’s 
credit record from his former home town. Thus, when 
credit granters need the information, it is readily avail- 
able. The promptness with which the data is delivered 
is quite impressive and does not go unnoticed. 

The promotion feature of the Welcome Newcomer Serv- 
ice is terrific. This Service maintains a steady flow of 
new charge customers who otherwise might be contacted 
on a hit-or-miss basis. 

The productivity of new charge accounts obtained 
through the Welcome Newcomer Service is about average 
because these new customers are impressed with stores 
that establish their accounts immediately upon their arrival 
in the city and without any effort on their part. 

As a subscriber to the Welcome Newcomer Service, my 
company is well pleased. 


. For Your New Customer 
DEAN ASHBY, Credit Sales Manager, The Fair, Fort Worth, Texas 


THE NEWCOMER receives a welcome to the city from 
the Mayor, Chamber of Commerce, General Ministers 
Association, leading merchants, clubs and civic organiza- 
tions. The Welcome Newcomer Service helps him acquire 
new friends and get acquainted quickly through the New- 
comers Club, which meets for a monthly luncheon and 
bridge session. He is also informed of the services and 
merchandise offered by the community’s progressive mer- 
chants. 

In the privacy of his own home, the newcomer is 
invited to open charge accounts with member firms. This 
service eliminates the necessity of his making a special 
trip into town, hiring a babysitter in many cases, and 
spending valuable time visiting each firm where he would 
like accounts. He is notified when the desired accounts 
are open for his use and is thus able to make purchases 
by telephone while getting settled in his new home. Fast 
authorization is made possible through use of the Welcome 
Newcomer Service because a credit report is ordered be- 
fore the customer makes a purchase. 

Through careful selection of highly-trained hostesses, 
the Welcome Newcomer Service has made the adjustment 
to a new city and new surroundings much easier for the 
newcomer family. In a strange city, far from familiar 
surroundings, the newcomer family often has many prob- 


(Turn to “Newcomer”, page 19) 








YOU HAVE BEEN WAITING FOR THIS NEW TRAINING AID! 


By S. H. Womack — NRCA Field Lecturer in Public Relations 


HUMAN RELATIONS FUNDAMENTALS 
FOR RETAit CREDIT EMPLOYEES 


Chapter 1—What Human Relations Is and Means Chapter 6—How to Approach Customers 
Chapter 2—The Importance of Your Job To You 
Chapter 3—An Analysis of You and the Job 


Chapter 4—Use of the Telephone as an Indirect Contact With 
Customers Chapter 9—The Importance of Human Relations 


Chapter 5—Advice on How to Get Ahead on the Job Chapter 10—How to Get Along With People 


Chapter 7—How to Handle Different Types of Customers 
Chapter 8—Motivating Factors Behind the Actions of Customers 


Printed on 
offset paper 


Color-film a Plastic comb 
board cover ' binding 


The author of this practical down-to-earth manual, S. H. Womack, has successfully conducted scores of public- 
relations schools in all parts of the North American continent. He has received acclaim for his vivid and dramatic 


portrayals of the fundamentals of Getting Along With People. He is an important member of N.R.C.A.’s field 
lecturing staff. 


Because of many requests, Mr. Womack has consented tu write this book which includes his basic philosophy on 
this extremely important matter of personality development. The National Retail Credit Association heartily 
recommends this valuable aid for developing “public-conscious” credit and collection office personnel. 


PRICE $2.50 POSTPAID 


MAIL THIS COUPON TODAY! 


NATIONAL RETAIL CREDIT ASSOCIATION 
375 Jackson Avenue, St. Louis 30, Missouri 








Please send me copies of Human Relations Fundamentals for Retail Credit Employees. 


Name. 


City. 
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J. C. Ames, former resident of Vancouver, British 
Columbia, Canada, for 30 years and active in the petro- 
leum business since 1931, died in Calgary, Alberta, Octo- 
ber 12, 1960. He was manager of the credit department 
of Royalite Oil Company, Ltd. Mr. Ames was born in 
England February 16, 1909. After completing his early 
education in Essex, England, his family immigrated to 
Canada and he completed his education in Regina, Sas- 
katchewan. He was a graduate with an M.C.I. degree from 
the Canadian Credit Institute, a member of the American 
Petroleum Credit Association, Canadian Credit Institute 
and formerly in the Board of Governors, British Columbia 
Division of the Canadian Credit Men’s Trust Association 
Ltd. He was a member of the Calgary Chamber of Com- 
merce, Petroleum Club, Earl Grey Golf and Country Club 
and associate member of the Society of Automotive Engi- 
neers. He was a member of the Southern Cross Lodge, AF 
and AM, No. 44. 

He is survived by his wife, his father and one sister to 
whom we extend our sincerest sympathy. 


Frederick G. Waite 

Frederick G. Waite, 70, retired executive Vice President 
and manager of the Credit Bureau of Rochester, Rochester, 
New York, died October 6, 1960, after a long illness. He 
began his credit career after graduating from Rochester 
Business Institute in 1910 and for many years was secre- 
tary-treasurer of the Rochester Retail Credit Association. 
He founded the Associated Credit Bureaus of New York 
and was an honorary life member of the National Retail 
Credit Association and attended many of our national 
conferences. He belonged to the Rochester Club, Locust 
Hill Country Club and Murray Lodge of Masons. 

Surviving are his wife, a son, a brother, a step-daughter 
and several nieces and nephews to whom we extend our 
sincere sympathy. 


Mrs. August J. Kruse 

With deep regret we announce the death in St. Louis, 
Missouri, on October 29, 1960, of Laura L. Kruse, wife 
of August J. Kruse, retired manager of the Credit Bureau 
of St. Louis. Mrs. Kruse had been in ill health for several 
months during which time she was cared for constantly 
by Mr. Kruse. Because of her faithful attendance at local, 
district and national credit meetings during the 44 years 
that Mr. Kruse headed the St. Louis Credit Bureau, Mrs. 
Kruse became widely known and was universally beloved 
in the retail credit fraternity. We extend our sincere 
sympathy to Mr. Kruse and his family on their irreparable 
loss. 


Great Falls Sponsors Womack Course 

In Great Falls, Montana, the Credit Association of 
Cascade County, registered 241 business and professional 
men and women for the “Customer Relations” course with 
S. H. Womack as lecturer. Designed for professional and 
business people, both employees and managers, the course 
aroused the enthusiasm of students who took the course 
last October and caused the association with Frank Ander- 
son, Secretary, to have a repeat performance on September 
22-23, 1960, with 241 enrollees. 
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Coming District Meetings 


District One (Connecticut, Maine, Massachusetts, New 
Hampshire, Rhode Island, Vermont, Provinces of Quebec, 
New Brunswick, Nova Scotia, and Prince Edward Island, 
Canada) will hold its annual meeting at The Wentworth 
by the Sea, Portsmouth, New Hampshire, May 14, 15, and 
16, 1961. 

District Two (New Jersey and New York) will hold its 
annual meeting at The Concord Hotel, Kiamesha Lake, 
New York, April 14, 15, and 16, 1961. 

District Three (Cuba, Florida, Georgia, North Caro- 
lina, and South Carolina) and District Four (Alabama, 
Louisiana, Mississippi, Tennessee, and Bristol, Virginia) 
will hold a joint annual meeting at the Wade Hampton 
Hotel, Columbia, South Carolina, April 23, 24, 25, and 
26, 1961. 

District Five (Illinois, Indiana, Kentucky, Michigan, 
Ohio, Ontario, Canada, and Wisconsin, except Superior) 
will hold its annual meeting at The Statler Hilton Hotel, 
Cleveland, Ohio, February 18, 19, 20, and 21, 1961. 

District Six (Iowa, Minnesota, Nebraska, North Dakota, 
South Dakota, Superior, Wisconsin, Fort William, Ontario, 
and Manitoba, Canada) will hold its annual meeting at 
the Hotel Cornhusker, Lincoln, Nebraska, April 16, 17, 
and 18, 1961. 

District Seven (Arkansas, Kansas, Missouri and Okla- 
homa) will hold its annual meeting at the Kentwood Arms 
Hotel, Springfield, Missouri, March 10, 11, and 12, 1961. 

District Eight (Texas) will hold its annual meeting at 
the Raleigh Hotel, Waco, Texas, May 21, 22, and 23, 
1961. 

District Nine (Colorado, New Mexico, Utah and Wyo- 
ming) will hold its annual meeting at the Plains Hotel, 
Cheyenne, Wyoming, April 13, 14, and 15, 1961. 

District Ten (Alaska, Idaho, Montana, Oregon, Wash- 
ington, Provinces of Alberta, British Columbia, and Sas- 
katchewan, Canada) will hold its annual meeting at the 
Empress Hotel, Victoria, British Columbia, Canada, May 
14, 15, and 16, 1961. 

District Eleven (Arizona, California, Hawaii, and Nev- 
ada) will hold its annual meeting at the U. S. Grant Hotel, 
San Diego, California, February 18, 19, 20, and 21, 1961. 

District Twelve (Delaware, District of Columbia, Mary- 
land, Pennsylvania, Virginia, and West Virginia) will hold 
its annual meeting at The Statler Hotel, Washngton, D. C., 
February 11, 12, 13, and 14, 1961. 








Patent Granted to Hugh Martin 

A patent has been granted to Hugh Martin, Credit Sales 
Manager, The Addis Company, Syracuse, New York, on his 
invention of a statement-return envelope now being used 
exclusively for all Addis statements. The statement-return 
envelope is actually a two-way letter. Upon receipt, the 
customer simply refolds the statement, moistens the 
gummed portion, encloses a check and drops the envelope 
into the mail. With this envelope a customer can mail his 
payment in the same envelope in which the statement was 
sent. 
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lems. This makes the efficient and gracious services of the 
newcomer hostess doubly important and valuable. A few 
of the things that our hostesses have been able to do for 
the newcomer are: 

1) Stayed with sick child while the mother went to 
the school to pick up her other children. 

2) Located some shirts for a man who needed size 36 
sleeves. 

3) Took time to listen to the newcomer’s problems. 

4) Helped locate a parochial boarding school near Fort 
Worth. 

5) Located a company that sold corrective shoes for 
children. 

6) Invited a lady who was an avid bridge player to 
her own bridge club. 

7) Ran errands, such as shopping trips to the drug store 
and grocery store, for stranded newcomers. 

8) Given newcomers her card, showing her telephone 
number, so they could contact her if they wished or 
needed additional help. 

9) Phoned the office from the newcomer’s home to 
handle matters requiring immediate attention. 


—Position Wanted—\ 


FEMALE Crepit Executive, eight years’ experience in 
credit and collections in exclusive ladies apparel shop. 
Also 20 years’ experience as Controller and Office Manager. 
Vast experience in all phases of retail management. Age 
43, attractive, wonderful personality. Will relocate. Com- 
plete resume on request. Box 12602, The Creprr Wor.p, 
375 Jackson Avenue, St. Louis 30, Missouri. 


For Sale 


Crepit Bureau with collection department serving three 
counties. No competition. Located in city of 8,000 popu- 
lation. Profitable. Other business reason for selling. Credit 
Bureau of Jackson County, P.O. Box 753, Newport, 
Arkansas. 








Help Wanted —— 


The position of Credit Sales Manager is now available 
with a large furniture and department store in a Middle 
Western city. Salary $7,500 to $10,000. Excellent oppor- 
tunity for advancement. Send information as to personal 
and business history. Will be held strictly confidential. 
Box 12601, The Creprr Worxp, 375 Jackson Avenue, 
St. Louis 30, Missouri. 


Texas Holds Presidents’ Seminar 

Recently, 30 local association Presidents and Vice Presi- 
dents from throughout Texas, along with the Executive 
Committee of the Retail Credit Executives of Texas and 
representatives of the Arkansas Retail Credit Association, 
met at the Adolphus Hotel, Dallas, Texas for the third 
annual Presidents’ Seminar. The meeting, sponsored by 
the Retail Credit Executives of Texas, was held to present 
new techniques in holding meetings, developing member- 
ship and encouraging interest in local associations. 

Samuel B. Shapiro, Manager, Linen Supply Association 
of America, Chicago, Illinois, was the instructor with 
Leonard Berry, National Retail Credit Association, pro- 
viding the credit know-how. For one and one-half days 
these men completely captivated their audience with an 
extremely interesting and informative program geared to 
meet the needs of the participants. 

The tone of the meeting was informal and those in 
attendance were encouraged to ask questions and submit 
ideas. A problem census was held to determine what the 
group would like discussed and then group participation 
was the keynote, employing such techniques as Phillips 
66, brainstorming and role playing. 

Mr. Shapiro and Mr. Berry served as discussion leaders 
and provided the professional touch. There were no for- 
mal lectures. They summed up the discussions, kept the 
meeting at a fast-moving pace, and demonstrated how 
those in attendance should act as heads of their respective 
local associations. 

Many new ideas were obtained from this meeting, how- 
ever, its main value was in pointing out the multitude of 
ways in which to escape from the old, trite methods of 
doing things. The participants received a fresh new look 
at the many possibilities open to them for presenting 
programs and stimulating the interest of their members. 

At the close of the meeting, Howard Nelson, Vice 
President of the Retail Credit Executives of Texas, pre- 
sented a new concept in membership drives. He explained 
that the plan, being held in connection with NRCA’s Proj- 
ect PUSH, calls for each local association to establish one 
or more new local associations in nearby cities before 
May 1, 1961. Those in attendance pledged their support 
of the program and if each of the 27 local associations in 
Texas follow this plan, the results would produce between 
1,000 and 1,500 new regional and national members. 

The participants left Dallas eager to put into practice 
the things they had learned and filled with enthusiasm 
for the coming year. Below is a picture taken at one of 
the sessions. 


Visitor From India at National Office 
The National Office had a distinguished visitor on 
October 25, 1960. He was T. R. Chandrasekharan, repre- 
(Turn to “People and Events,” page 23.) 
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CREDIT DEPARTMENT 
Communications 


LEONARD BERRY 


HE AVERAGE STORE will open a great many new 

accounts this month. This is entirely the way it should 
be. Credit business is good business. One credit customer 
is worth four cash customers in steady sales volume. The 
more accounts on the books the more credit sales will be 
made. The insurance salesman figures that he has to make 
so many calls in order to get so many prospects, and from 
so many prospects he will make a given number of sales. 
It is the same in stores. There is an old saying in retailing 
to the effect that one cannot sell goods from an empty 
wagon. We need plump customer lists to make satisfactory 
credit volume. 

At the same time, collection problems are in the making 
this month. And, this is the way it has to be. Credit and 
collections go together. Whenever we extend credit on 
any but the most selective and rigidly exclusive basis we 
will have collection problems to varying degree. 

What is important is that we do our best to keep these 
collection problems to a minimum. New credit customers 
should be started on the road to good pay habits at the 
very beginning of the business relationship. Generally 
speaking, the vast majority of our slow pay customers are 
able to pay; they just lack the willingness. 

There is not too much that can be done about those 
aggravating “slow but good” customers who have never 
realized, or at least, admitted, that retail accounts should 
be paid on time. Fortunately, with the growth of accept- 
ance of the theory that any credit service beyond the cus- 
tomary 30 days should carry an appropriate service charge, 
these “slow but good” characters are paying more promptly 
or if not, they are being charged for the additional time 
they take. 

As a matter of fact, slow pay credit customers are usu- 
ally the result of poor training on the part of credit man- 
agers of the past who were afraid to insist on prompt pay- 
ment for fear of hurting feelings or losing trade. Most 
people possess ability to pay. What we have to do is to 
create desire to pay promptly. 

All credit granters have an obligation to train their 
credit customers in the habits of prompt payment. It is 
relatively unimportant what the terms are so long as the 
account is paid exactly according to the agreement. The 
first six months of a new account are when good pay habits 
are developed, or the customer gets the feeling that the 
ABC store is not too much concerned when they get their 
money, why should the customer care! 

Terms should be explained carefully by the credit coun- 
selor at the time the account is opened. They should be 
repeated in the notice accepting the account. Should the 
account become past due, instead of sending the custom- 
ary printed reminder or sticker, it might be well to send a 
personal letter, couched in the friendliest of language but 
unmistakably emphasizing the desirability and necessity 
of prompt payment. © 

When new credit customers know that prompt payment 
is expected of them, there is far less likelihood of careless 
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payment habits being born. If customers are allowed to 
think that prompt payment is unimportant there is di- 
minished chance that they will ever be consciously prompt. 

Start new credit customers right and they will almost 
surely be prompt pay for the life of the account. And, 
prompt pay patrons are profitable, as well as being prime 
prospects for additional credit sales. 

While we are talking collections in this December issue, 
it will not be amiss to remind you that persistency and 
consistency are keywords to collection success. So often, 
collection activity slows down, indeed, comes to a com- 
plete halt in December. This is a mistake. Any break in 
the sequence of steadily more and more insistent collec- 
tion reminders severely lessens the effective build-up of 
urgency. And a sense of urgency is what we need to bring 
in the money. 


One reason given for the December lull in collection 
follow-up is the feeling that customers might resent being 
dunned at a time when the holiday buying season is in 
full swing. The best answer to that is the well known fact 
that the “paid-up” customer is the one “open-to-buy.” 
Many customers only feel comfortable about buying more 
goods when their account is up-to-date. 


Pressure on the personnel of many credit offices is severe 
in December to drop everything but the essential and 
mammoth task of taking care of the customers. Wherever 
at all possible, however, credit executives should resist 
this pressure, and convince management of the sound 
business procedure of keeping after collections, persistently 
and consistently, even in December! 


This Month's Illustrations 


»— 


Illustration No. 1. Here we show an excellent inactive 
account letter from Famous-Barr Company, St. Louis, 
Misouri. K. H. Scherer, Credit Sales Manager is always 
alert to the need for keeping in touch with his charge 
account customers, and when they become inactive tries 
diligently to bring them back into the fold. 


Illustration No. 2. Morrell Lacy, Secretary-Treasurer, 
Hannahs, Inc., Johnson City, Tennessee sent us several 
forms of which we show two. He reports excellent results. 
Printed reminders to past-due customers are usually effec- 
tive and economical. 


Illustration No. 3. Here is an excellent overprint on an 
inactive account monthly statement. This comes to us 
from Charles F. Berg, outstanding women’s apparel store 
of Portland, Oregon. Note particularly the enclosure the 
customer is asked to fill out. This should bring to the store 
a wealth of helpful comment and valuable customer re- 
action. 

Illustration No. 4. This is from Miller’s, Knoxville, Ten- 
nessee, capable Credit Sales Manager, S. J. Nicely. This 
imaginative credit sales promotion piece should be par- 
ticularly appealing during the exciting football season. 
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pees ade HERE, MR. BERG, 1S THE STORY AS I SEE IT -- 


FAMOI 
Do you like to shop at Charle Berg’ 


Are ve courteous 
If not, please tell us where Department 


Do our salespeople mention important facts about 
our merchandise 





Do you like our selections 


Thich departments do you like best 
, : 








Which departments do you like least 
} > 





carry your size 


What sice are you 





you waited on promptly 

you familiar with our Revolving Credit Plan 

you read our advertising in the newspapers’ 

Which paper do you read? [Oregonian ([(] Journal 
Do you use our beauty salon 
Did you know your account is open--ready to us¢ 
May ve hope you'll try us again? 


PLEASE USE SPACE BELOW POR REASONS OR COMMENTS WHY YOU'VE STOPPED 
SHOPPING AT CHARLES F 








"We respectfully call your attention to your past-due amount and request (hat 
you give it your prompt attention, Thask you 





(not essential but very helpful) 
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Illinois: Plans of Illinois automobile dealers to seek the 
enactment next year of a state law exclusively regulat- 
ing automobile sales financing have been announced by 
Edward L. Cleary, executive vice president of the Chicago 
Automobile Trade Association. The proposed legislation 
would: Put a maximum limit on finance charges; require 
full disclosure of contract terms; and establish a uniform 
method of calculating the money due a buyer who pre- 
pays his instalment contract. 

“The bad dealers are in the minority,” Cleary said, 
“but there are just enough to give the entire industry a 
black eye. Such legislation would not hurt legitimate 
car dealers and finance companies since most charge under 
what the law would specify as the limit.” 

Indiana: A report made public by Joseph McCord, 
director of the Indiana Department of Financial Institu- 
tions, disclosed that the 718 licensed small loan companies 
in the state last year extended loans totaling $221,175,952 
to 639,600 persons. The average loan amounted to 
$345.79. The average monthly interest on the loans was 
2.07 per cent on outstanding balances, a slight decrease 
from the 2.10 per cent figure for 1958. The business last 
year meant a net earning of 5.61 per cent on the average 
firm’s employed assets. 

Missouri: In a precedent-setting decision, the Missouri 
State Bank Board approved a branch drive-in bank facility 
for the Commerce Trust Company of Kansas City, Mis- 
souri. The Board’s decision followed a hearing earlier 
. this year in which G. Hubert Bates, state finance com- 
missioner rejected the application on the premise that 
the bank’s present walk-up and drive-in facility on 10th 
Street already constituted one branch facility. Under 
Missouri's 1959 branch banking law, a bank may have 
only one branch facility. 

The decision was the first by the appeals board on the 
new branch banking law and is expected to have a far- 
reaching effect on the applications of scores of other 
Missouri banks for permission to establish a branch 
facility. 

The sole question in the Commerce Trust Company case 
was whether the 10th Street facility was a branch. Bates 
contended it was. The bank insisted that the facility 
was part of the present parent bank. It has an overhead 
ramp connecting the two structures, possesses an alley 
easement and the bank owns or leases the land on which 
the multiple structure is located. 

New York: Under investigation by a New York State 
legislative committee are charges that some lending in- 
stitutions in the state are reluctant to make mortgage loans 
to owners of small homes, thus forcing them to pay 
higher discount and interest rates. Assemblyman Melville 
E. Abrams of the Bronx said that a committee on mort- 
gages and real estate would conduct hearings on the 
matter in leading cities of the state. 

Virginia: A hearing was scheduled for October 13, 
1960, by the Virginia State Corporation Commission in 
the case of four industrial loan associations challenging the 
administration of a new state law which apparently forbids 
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them to use the words “savings and loan” in their corporate 
name. The association, in a petition for a declaratory judg- 
ment filed with the SCC, asked the commission to invali- 
date a ruling of its bureau of banking and an opinion by 
State Attorney General Albertis S. Harrison, Jr. 

Virginia: Plans to take Virginia’s new Sunday closing 
law to the State Supreme Court of Appeals was an- 
nounced by a group of open-on-Sunday Richmond mer- 
chants. The Richmond merchants asserted in June that if 
they obeyed the new Sunday closing law they would be 
forced out of business. 

The Richmond merchants received support generally 
from other Richmond area merchants who wanted to stay 
open on Sunday. However, they were opposed by the 
Richmond Retail Merchants Association and the State Re- 
tail Merchants Association, which had pressed for passage 
of the new law. It was unanimously adopted by the 
legislature. 

District of Columbia: President Eisenhower signed into 
law a bill to give the Board of Commissioners in the Dis- 
trict of Columbia authority to protect homeowners against 
repair frauds. The law authorizes the district government 
to require all home improvement contractors to post com- 
pliance bonds of up to $25,000 as a condition of doing 
business within district limits. 

Under the law, this and other bonding protections are 
to be written into regulations which spell out licensing 
standards to be met by an estimated 1,000 individuals and 
firms repairing and improving residential property. 

New Hampshire: State Attorney General Louis C. Wy- 
man said Sunday laws regulating the sale of food are 
broken so regularly and are so unpopular that they should 
be repealed by the next state legislative session. 

Connecticut: State Department of Consumer Protection 
ordered a ladies’ sportswear concession at Myrtle Mills in 
Unionville to stop selling sweaters below cost. The depart- 
ment charged B. and P. Associates of Connecticut with a 
violation of the state unfair sales practices act. State Con- 
sumer Protection Commissioner Frassinelli said he would 
order the firm to “cease and desist” from selling any prod- 
ucts below cost. 

Montana: An action charging illegal issuance of trading 
stamps in connection with the sale of milk and milk prod- 
ucts was dismissed by District Judge H. B. Hoffman in 
Great Falls after a brief hearing. The dismissal was sought 
by Geoffrey L. Brazier, counsel for the Montana State Milk 
Board. Named in the suit was Super Save Markets. Brazier 
said the operator of the stores had agreed to comply with 
a directive of the state board issued in July preventing the 
issuance of trading stamps or prizes in connection with the 
sale of milk. 

Virginia: Virginia's Supreme Court will consider during 
its October term the validity of the state’s fair trade act, 
which permits manufacturers to fix the resale price of their 
trademarked products. The court will hear an appeal in a 
case brought by Standard Drug Company, against the 
General Electric Company. The original suit was filed in 
Richmond Law and Equity Court. 
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senting McNeill & Barry Ltd., Calcutta, India. Mr. Chan- 
drasekharan came to St. Louis especially to discuss with 
us the way in which consumer credit is used in the United 
States. While Mr. Chandrasekharan’s interests are pri- 
marily in the general business management field, he in- 
cluded consumer credit in his studies because he feels 
that in the relatively near future it is possible that con- 
sumer credit definitely will be introduced in rapidly de- 
veloping India. After spending several hours at the 
National Office, Mr. Chandrasekharan was taken on a 
tour of the city and especially the Mississippi River area 
in which he was keenly interested 


Annual Meeting at Clarksburg 


At the annual dinner meeting of the Credit Granters 
Association of Clarksburg, West Virginia, the following 
officers and directors were elected and re-elected for the 
year 1960-1961: re-elected President, Kenneth R. Hardesty, 
Palace Furniture Co.; Vice-President, Charles G. Munn, 
Ashland Oil & Refining Co.; Secretary, 
Mrs. Ruby Chockos, J. C. Penney Co.; 
Treasurer (re-elected), Vincent A. 
Rogerson, The Credit Bureau of 
Clarksburg. Directors for two-year 
terms were: William Wymer, U. S. 
Tire & Supply Co.; Paul Brown, Al 
Schroath Oldsmobile Co.; William 
Maxwell, (re-elected ) , Parson-Souders, 
Stone & Thomas. Elected to a one- 
year unexpired term as Director was 
William Vannoy, St. Mary’s Hospital. 
Harding Baber, Bonded Claims & Adjustment Service; 
and Arnold Pugh, Hartland Planing Mill are now serving 
an unexpired term as Director. The Association voted at 
its annual meeting to revise the Constitution and By-Laws 
to broaden its scope of function and to make the Execu- 
tive Board, consisting of the officers, directors and standing 
committee chairmen, the governing body of the Associa- 
tion. 


Kenneth R. Hardesty 


The Credit Granters Association of Clarksburg was of- 
ficially organized last September with an initial member- 
ship of 30 and within one year have attained 119 members 
representing 28 various classifications of business firms 
and professions. The credit granters have made remarkable 
achievements during the past year not only in membership 
but in the educational programs which have been carried 
out at their regular monthly meetings. It sponsored with 
great success the Customer Relations School by S. H. 
Womack, having 151 in attendance. National Retail Credit 
Week and a High School Student Credit Day was also 
sponsored in April and an extensive program was carried 
out. A “Credit Control System on Accounts” was formulated 
and is being carried out through cooperation of the Credit 
Bureau of Clarksburg in an effort toward positive credit 
control for the area. A series of collection letters was estab- 
lished for use of credit granter members. Excellent results 
have already been reported from the system and an im- 
provement has been noted in the credit economy. 

The credit granters look forward to a year ahead of 
great challenges for achievement. Plans are underway for 
a stepped up program in its credit granter educational and 
consumer credit educational programs. In addition to the 
regular monthly meetings, credit workshops are being 
planned, and a credit women’s group is being organized 
to study the ABC’s of credit granting and collections. 
A Medical-Health Division is already underway in the 


Association which will carry out a specialized educational 
program for that group of members. Other local Associa- 
tions desiring to progress and improve their educational 
programs should focus their attention upon the outstanding 
Clarksburg group. 


Milwaukee Promotes Howard T. Welte 

Howard T. Welte was named manager of the Credit 
Bureau of Milwaukee, succeeding Fred S. Krieger who 
retired November 1, 1960. Prior to that he served 14 
years as assistant manager of the Credit Bureau. He has 
also been manager of the Retail Division of the Milwaukee 
Association of Commerce since 1954. Mr. Welte has 
served as director of the Milwaukee and Wisconsin Retail 
Credit Associations. He was president of the Associated 
Credit Bureaus of Wisconsin in 1956 and is now serving 
as a director. Born on February 14, 1919, in David City, 
Nebraska, he graduated from the University of Nebraska 
in 1941 and entered the United States Army. He rose 
to the rank of first lieutenant and presently holds a major’s 
commission in the Army Reserve. After service, his first 
and only job was with the Credit Bureau of the Milwaukee 
Association of Commerce. 


William R. Stone 

William Ridgley Stone, 80, president of the Stone Mer- 
cantile Agency, Washington, D. C., died recently after a 
brief illness. A native of Washington he served as a 
drummer boy with Theodore Roosevelt at San Juan Hill 
in the Spanish American War. He went into the credit 
reporting business in 1898, received a master of laws 
degree from the National University Law School in 1908 
and founded his mercantile agency in 1912. He was a 
member of the Kenwood Club, University City, Metro- 
politan Board of Trade, Merchants and Manufacturers 
Association, and an honorary life member of the National 
Retail Credit Association. He is survived by his wife and 


a sister to whom we extend our deepest sympathy. 


te 


Shown above, from left to right, are, Donald H. Puffer, 
Executive Vice President, Credit Bureau of Greater Den- 
ver, Colorado, Mrs. Myrtle Bettridge, Denver, District 
Nine N.R.C.A. National Director and Leonard Berry, 
N.R.C.A.’s Director of Education. This picture was taken 
at the opening session of a two-night school conducted 
by Leonard Berry. Mrs. Bettridge introduced the lecturer 
and described some of the many services offered by the 
National Retail Credit Association. 

This was a Credit and Collection Clinic for Medical 
Personnel, attended by 127 persons and held in the splen- 
didly equipped and modern Opportunity School at Denver. 
The school was promoted intensively by Mr. Puffer and 
resulted in some students coming from long distances from 
Denver to attend. The school was held from seven to 
ten o'clock each evening for two successive evenings. 
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Progress of Uniform Commercial Code: The Uniform 
Commercial Code was promulgated by the American Law 
Institute and the National Conference of Commissioners 
on Uniform State Laws in 1952. For a resume of the 
contents of the Code and initial progress in its adoption 
by Pennsylvania, Massachusetts, Kentucky and Connecti- 
cut see The Crepir Wor p for September 1959 at page 26. 

One additional state, New Hampshire, has adopted the 
Code since that report. In addition, in about twenty states 
steps of one kind or another looking towards enactment 
of the Code have been or are being taken. The states in 
which this activity is taking place include Arizona, Arkan- 
sas, California, Georgia, Idaho, Illinois, Indiana, Maine, 
Mississippi, New Jersey, New Mexico, North Carolina, 
Ohio, Oklahoma, Oregon, Rhode Island, Vermont, Wash- 
ington, Wisconsin and Wyoming. Thus, after a somewhat 
slow start, the Code is beginning to move. 

Can You Answer This Question: Does the Federal 
Government have any jurisdiction with respect to the 
passing of forged or otherwise worthless checks? 

Answer: Yes. While prosecution for uttering worthless 
or forged checks is primarily a state matter, there may 
also be a federal offense under the National Stolen Prop- 
erty Act where such checks are transported or caused to 
be transported in interstate commerce. 

Because of the importance of the above question to 
merchants, who daily handle a large volume of checks, 
the subject appears to be worth a closer and more detailed 
look. 

It should be noted, first, that there is no limitation on 
the dollar amount of such checks under the National 
Stolen Property Act (18 U. S. C. A. 2311, et seq) as is 
sometimes thought due to the fact that under another 
section a “$5,000.00 or more” jurisdictional limitation is 
placed upon the interstate transportation of specified kinds 
of stolen property (excluding motor vehicles). In one re- 
ported case, for instance, an indictment included a forged 
check for $4.80 drawn on a bank in Atlanta, Georgia 
and given to a hospital at Daytona Beach, Florida in pay- 
ment of a bill. 

The wording of the section of the Act denouncing the 
fraudulent passing in interstate commerce of “securities” 
(interpreted to include checks) reads as follows: “Who- 
ever, with unlawful or fraudulent intent, transports in 
interstate or foreign commerce any falsely made, forged, 
altered, or counterfeited securities, knowing the same to 
have been falsely made, forged, altered, or counterfeited 
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. . Shall be fined not more than $10,000.00 or imprisoned 
not more than ten years, or both.” (emphasis supplied) 

From this it will be seen that fraudulent intent is the 
essence of the offense. 

The ambit of the statute has been stated in one case as 
follows: “Where forged or fictitious checks are knowingly 
drawn and cashed in one State, but forwarded to another 
State and presented to the bank there on which they are 
drawn and payment is refused, those who participate in 
the drawing and cashing of such checks do so in violation 
of the statute.” 

However, it has been held that the passing of a “Not 
Sufficient Funds” or “No Such Account” type of worthless 
check does not come within the interdiction of the Act, 
more particularly within the phrase “falsely made.” Ob- 
viously that kind of a bad check is not covered by “forgery, 
altered or counterfeited,” and if covered at all would have 
to come under “falsely made.” As stated by the U. S. 
District Court for the Western District of Pennsylvania in 
a recent case: “ the National Stolen Property Act 
which denounces the transportation, or causing to be 
transported in interstate commerce with fraudulent intent, 
of any falsely made, forged, altered or counterfeited secur- 
ities, does not make a criminal offense the transportation 
of checks drawn by the maker in his own name upon an 
existing bank in which the maker of said checks had a 
nonexistent bank account.” 

This Court continued: “Unquestionably, the defendant 
could have been successfully prosecuted under the penal 
statutes in the State of Pennsylvania, but the facts do not 
constitute a criminal offense under the federal statute upon 
which the indictment was based.” 

It may be somewhat difficult to follow the Court's ruling 
that the statute would not include and condemn the draw- 
ing and passing of a check on a nonexistent account as 
within “falsely made,” so long as it also involved the 
necessary “fraudulent intent.” 

However, the reversal of such a holding would merely 
require an amendment to the Act clearly expressing the 
purpose of Congress that a check drawn on a nonexistent 
account, or even a N. S. F. check, when accompanied by 
the necessary intent to defraud be included within the 
reach of the statute, as well as forged, altered, fictitious 
and counterfeited checks. 

Such an amendment, it would seem, would go a long 
way toward implementing the philosophy expressed in 
the Clarke case (see The Creprr Worxip, October 1960, 
page 24) that the purpose of laws against fraudulent and 
worthless checks is “to suppress the negotiation of bad 
checks in the business community.” 

In any event, the Federal Bureau of Investigation should 
be promptly notified whenever a forged, altered or fictitious 
check, which has been the subject of interstate commerce, 
is spotted, since the severity of the federal penalty in and 
of itself may help to suppress the traffic in these checks. 
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Home Furnishings, Home 
Improvements & Home 
Service Industries Group 
QUESTION 
“I am concerned about the alarming increase of personal 
bankruptcies in our area. It seems to me that some of 


these bankruptcies are entirely unnecessary. What can 
we credit executives do about this growing problem?” 
ANSWERS 

James Bell, Cloverlake Dairy Foods, Lubbock, Texas: 
I think any insolvent debtor is a challenge to any credit 
executive’s judgment. However—in order to salvage this 
person, it will take the proper counseling, supervision, and 
lots of patience. Seventy five per cent of the people do not 
know the meaning of our bankruptcy laws. It is an easy 
way out for them not realizing that it will be a reflection on 
their record, and sure hard on the creditors. 

D. A. Corskie, Credit Manager, Exchange Lumber & 
Manufacturing Company, Spokane, Washington: Had 
credit managers, over the years, attended regularly those 
bankruptcy hearings in which they were concerned as 
creditors our present picture might be considerably dif- 
ferent. As matters stand, I believe there are three phases 
with which they could well concern themselves. They are: 
One, Modernization of outmoded bankruptcy laws; Two, 
The use by bankruptcy courts of “professional” trustees; 
and Three, Debtors filed in bankruptcy by irresponsible 
attorneys. Credit managers can promote new legislation 
to modernize laws through credit associations, bar associ- 
ations, trade associations, etc., and through education of 
their own customers. Each customer has a vote at the 
polls as well as influence on other voters. This ripple can 
spread. Credit managers can fight effectively the use of 
professional trustees. Most of these cannot stand the light 
of publicity. (In one recent instance, a “pro” netted 
$1,200.00 “expense” money to which creditors were en- 
titled by delaying final accounting—after all possible pro- 
ceeds were in—for four months.) Rotation of attorneys as 
trustees could cure this ill and would result in a much 
more realistic attitude by attorneys towards bankruptcy. 
Irresponsible attorneys—usually with a shiny new shingle, 
hungry and behind in the office rent—all to often see in a 
bankrupt petitioner a quick $200/$250.00 in fees. A 
seasoned attorney will look much closer at a petitioner's 
circumstances and is much more inclined to advise against 
bankruptcy. Here, I think, a credit manager has a re- 
sponsibility to his firm, his community and to the petitioner 
himself. He can best discharge that responsibility by 
attending hearings atid participating therein to the fullest. 

O. L. Dawson, Weakley-Watson, Brownwood, Texas: 
To a large degree credit managers are responsible for most 
personal bankruptcies by allowing accounts to slide on 
flimsy or weak promises after they have become consider- 
ably past due and granting additional time without finding 
out more facts concerning their financial troubles. If at 


this point a recheck through the local credit bureau was 
made, the full story of the underlying trouble could be 
determined. The credit man could then counsel with the 
debtor and in most cases, by working with other credit 
men interested in the account, a solution could be worked 
out which would forestall possible bankruptcy. The Bank- 
ruptcy Act is now more than fifty years old; and disregard- 
ing subsequent amendments which have been added from 
time to time, the law needs improving—it is now long, long 
overdue, in my opinion. We as credit managers should 
all dedicate ourselves to finding a solution to this problem 
and work toward a remedy to many of the shortcomings 
of the Bankruptcy Act, which affect collections. I believe 
it was Thomas Jefferson who said “I am not an advocate 
of frequent changes in laws and constitutions. But laws 
and institutions must go hand in hand with the progress 
of the human mind. We might as well otherwise require 
a man to wear still the coat which fitted him as a boy.” 
Credit men of this day should and could move forward 
to improve our position by working together to obtain 
the enactment of the necessary amendments to existing 
laws, both state and federal, through our local credit asso 
ciations, our national credit associations and by writing 
to our congressmen who represent us in Washington. By 
extra effort by us all along this line, worthwhile amend- 
ments to the Bankruptcy Act might be obtained which 
could give some relief. Without doubt some areas of 
the country are troubled with personal bankruptcies more 
than others. Here we have had little of this thing in recent 
years. In other areas of West Texas I have been told there 
has been a marked increase. In general I would like to 
go on record now with this comment of easy credit. 
Sooner or later this can only result in untold trouble for 
the credit department and greater losses for businesses 
are inevitable. In our business we have taken steps to 
watch much closer the opening of new accounts on easy 
terms and have adopted a much firmer collection policy. 


Fred Ellis, Business Manager, Crowell Gifford Company, 
Port Arthur, Texas: When an individual takes personal 
bankruptcy, usually it is caused by one thing: his monthly 
obligations are greater than is monthly income. While it 
would appear that by using a simple process of addition 
and subtraction the individual could come up with an 
answer that would prevent his over-spending. Evidently 
there are some people who either do not know or do not 
care. It is for this group that the credit executive can 
and should enter the picture to investigate, inform, and 
decline. To help this group of people who tend to over- 
spend, the credit executive need simply follow the princi- 
ples of good credit: take a good application, investigate 
carefully, explain completely, and decline gracefully. 
Clues to look for on the application are the amount of 
the applicant’s monthly income, the present monthly obli- 
gations, and the amount of the proposed new purchase. 
If these items appear to be out of line, the applicant should 
be asked for a detailed list of his monthly installment pay- 
ments, then this list should be verified by the credit 
bureau. Then the credit executive can come up with an 
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answer for the applicant. Either a “yes” or a “no” should 
then be obvious. The credit executive can do something 
about personal bankruptcies. He can do something about 
them before they happen by simply following the princi- 
ples of sound credit granting. 


P. A. Howell, Credit Manager, Hemenway Furniture 
Company, Shreveport, Louisiana: We have been discus- 
sing the increase in individual bankruptcies and we are 
studying ways and means to handle these matters before 
they actually become bankrupt. We have not, yet, come 
up with a definite plan. However, I personally think that 
the credit fraternity should be watchful and try to prevent 
an individual from filing bankruptcy by trying to work 
out with him a pooling of his debts through the collection 
department of our Credit Bureau. When this is not feasi- 
ble, or the individual does not agree to it, then, I think 
we should discuss with him the possibility of working his 
debts out under bankruptcy Chapter 13. There are a 
number of problems that would have to be worked out 
with the Referee in Bankruptcy with a trustee appointed 
to handle the case, and with the attorneys in the district 
to cooperate by reporting the matter to the Credit Bureau 
Manager before allowing his client to actually file bank- 
ruptcy. 


L. M. Linxwiler, Credit Manager, O'Malley's Building 
Materials, Phoenix, Arizona: The bankruptcies of individ- 
uals in this area are on the increase, as in many parts of 
the country. It seems to me that attorneys could and 
should earn their fees by helping individuals avoid bank- 
ruptcy rather than helping push them into it. I do not 
believe I am unfair in this statement. In Phoenix we are 
fortunate to have the Family Debt Counselors, which 
is a non-profit organization to help people work out their 
family financial problems. Many bankruptcies are thus 
avoided here through working out various arrangements 
for “paying out”. The success of this plan has been far 
beyond expectations. It has been operating about three 
years. It is the first, if not the only one of its kind in the 
country. Credit managers can help prevent personal 
bankruptcies by more thoroughly investigating current 
indebtedness upon credit applications. We simply must 
prevent overloading of the customer who comes to us. 
This seems to me a matter of self-preservation, if nothing 
else. I trust I have not over-simplified the problem, but I 
believe this to be the basis of many “unnecessary” bank- 
ruptcies. 

Harry W. McMillan, General Credit Manager, The Bor- 
den Company, Detroit, Michigan: This condition has 
always been one of concern by credit executives, but it is 
one that will continue to haunt us because the Bankruptcy 
Law is a Federal Law that was designed and passed by 
our elected representatives in Washington to protect the 
individual that may have a bad break financially due to 
conditions beyond his control. We, in the credit pro- 
fession, know that there are some individuals that take 
advantage of this law just to escape the payment of honest 
debts. The answer to this question is in the hands of the 
credit granters. Credit should be granted only after a 
careful investigation of the applicant for credit. First, by 
having the applicant fill in a detailed credit application 
and secondly, requesting a Factbilt Report from the local 
credit bureau. After close examination of this information, 
losses due to bankruptcies can be reduced to a minimum. 
With this type of credit information on an applicant, the 
credit granter will be in a position to make a better deci- 
sion, thereby weeding out the majority of poor risks. Close 
supervision of all credit accounts must be maintained after 
credit is approved to prevent overloading the debtor. 
Legally, under the Bankruptcy Law, a debtor can be re- 
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lieved of payment of debts contracted honestly or other- 
wise, but morally, the debtor will always owe these obli- 
gations. He can prove to his creditors that he did not 
intentionally take advantage of the Bankruptcy Law to 
escape his debts by paying each creditor individually, and 
in full, at some later date when he is in a better financial 
position. 


Walter Moore, Ellison Furniture & Carpet Company, 
Fort Worth, Texas: We have no problem here. In fact I 
can remember only one in ten years that involved our 
store. I am quite sure the reason for this is that there 
is no garnishment of wages in Texas which would drive 
a man to bankruptcy in order to protect himself. 


Archie C. Norton, Lyon Lumber Company, Decatur, 
Illinois: 1 am quite alarmed over the increasing number 
of personal bankruptcies in our area, especially being filed 
by customers whom you would least expect to file. Cus- 
tomers who have been “good” customers for years, but 
seek the easy way out they think. We need to check our 
old regular file customers periodically and be sure they do 
not slip into the bankruptcy courts without announcing 
their intentions. I am becoming quite a “watch dog” on 
new accounts and regardless of how small the amount, I 
first obtain a credit report before opening. In times past, 
I have been guilty like so many of you have and assumed 
that the customer would be a good risk and I did not 
check with the credit bureau first. I was the loser in most 
cases. This invites trouble and more and the days of 
“easy” credit have past. These are times, in my opinion, 
which calls for only good credit risks and mutual under- 
standing between customer and credit granter. We must 
have the courage to decline credit on “border line” appli- 
cations and not gamble on the record improving; it seldom 
does. Guard your credit granting as a sacred trust and 
the bankruptcies will be fewer and far between. Your 
customer will thank you. 

E. E. Paddon, Manager, Credit Sales Department, Lam- 
merts, St. Louis, Missouri: The question regarding bank- 
ruptcies is certainly timely and while I do not believe 
that the increase of personal bankruptcy in the St. Louis 
area is alarming, still I believe there is something that can 
be done to lessen the necessity for bankrupts by doing 
a better credit analyzing job. First: In the taking of a 
credit application, it is important to know if the applicant 
is in a habit of borrowing money from banks and/or loan 
companies and/or credit unions and/or finance companies, 
and if they have taken advantage of this form of credit, 
the application should indicate any amounts unpaid on all 
loans and the monthly payments they are presently making 
out of income. This would be true, as well, for budget 
accounts they carry with any merchant direct, listing the 
unpaid balance and the monthly payment. This will enable 
the Credit Manager to determine whether in his opinion 
the new customer should be granted additional credit or 
urged to reduce his indebtedness before going into further 
debt. Secondly: it is my belief that, far too often, credit 
men accept in file, information from a credit bureau that 
is too old to indicate the customer's present financial posi- 
tion and with a sizable purchase it would be unsafe to 
pass credit without knowing the present status, insofar 
as paying habits are concerned. In our day, more than 
ever before, the financial situation can change rapidly and 
only by securing complete information that is up-to-date 
can one hope to intelligently extend credit. 

Saul Stone, May-Stern & Company, Pittsburgh, Penn- 
sylvania: Regarding bankruptcies, we in the Pittsburgh 
area are concerned to a minimum. degree, because we 
have few customers going bankrupt. The reason is that 
we do not have any garnishment or wage assignment laws 





to protect we creditors. However, the converse is true in 
all area where these laws do exist. The only things that 
we credit executives can do about this growing problem 
are: One. Never sell a customer who has gone bankrupt. 
(The exception should be a rare one.) Two. Whenever 
a customer goes into bankruptcy, wherever there is a right 
of repossession, repossess the merchandise, regardless of 
the little value remaining in said merchandise. This I 
would do as a matter of principle. The bankrupt law 
cannot prevent us from reclaiming merchandise in which 
title had been retained. Three. In the instances where 
it can be proven that a certain attorney solicits and/or has 
a large clientele of retail bankrupts, we should report 
same, as well as the attorney, to the local bar association, 
for I believe this would prima facie, indicate some breach 
in the legal code of ethics. (f am not sure of this third 
statement, but it would warrant our looking into—as I put 
these types of attorneys in the same class, or lower, as 
“ambulance chasers”,—and I know that the legal pro- 
fession frowns upon the latter type practice.) Four. Per- 
haps, particularly in the areas where bankruptcies are 
proportionately higher than the normal rate, a concerted 
campaign and effort be made, through various means, 
making the general public aware of the value of a good 
credit record, as well as the damage resulting from a 
lackadaisical voluntary bankruptcy. 

L. O. Sylvester, Manager, Credit Sales, Newton Lumber 
& Manufacturing Company, Colorado Springs, Colorado: It 
seems to me the first requirement after getting a Fact-Bilt 
report would be to completely and carefully appraise the 
customer. Secondly, we should have sufficient courage 
to refuse a poor risk. Often when sales are brisk care is 
not taken in the flurry of business. In contrast, when sales 
are slower often the need for sales causes one to. overlook 
close scrutiny. However, it is becoming my experience 
that credit executives who allow overloaded credit risks 
to continue to charge do those individuals a great injustice. 
Sooner or later the weak ones go under and then the credit 
man cries the loudest. It is my opinion a credit executive 
plays also the part of counselor with those who need help 
in over-extension problems. Perhaps we should help them 
consolidate accounts or do anything to minimize a bank- 
ruptcy threat. 


Petroleum Group 
QUESTION 

“We are converting our accounting to I. B. M. I would 
like to know what would be the best collection system 
workable with I. B. M. installation.” 

ANSWERS 

T. J. Fahay, Credit Manager, Union Oil Company of 
California, San Francisco, California: This is the system 
we use through our I. B. M. installation in following 
collections. For clarification, I will use actual dates. Cus- 
tomer purchases in May. June 1—statement mailed. No 
payment received. July 2—second statement mailed. En- 
closed with statement is a printed collection reminder. 
No payment received. July 15—Printed collection notice 
is prepared by the I. B. M. system and mailed to the cus- 
tomer. This form is a combined collection reminder and 
notification that a service charge will be assessed on the 
past due portion of the account if the balance remains 
unpaid by the time the third statement is sent. No pay- 
ment received. August 1—The third statement is mailed 
and enclosed with it is a collection reminder. August 15 
—A collection reminder is prepared by the I.B.M. system 
and mailed to the customer. September 1—The fourth 
statement is sent to the customer. At the same time I.B.M. 
system prepares its final collection reminder. This notice 
comes to the Credit Department for determination as to 
whether it will be mailed to the customer or whether the 


Credit Department will adopt some other method for 
follow-up with the customer. From this time on, the 
Credit Department follows the account to a conclusion. 
In the meantime, the Credit Department is supplied by 
the Accounting Department with aging sheets that we call 
trial balances. These list the accounts in numerical order, 
aged by month of purchase. One group lists all customers 
owing balances. We get a second group of accounts includ- 
ing only those accounts in which the Credit Department 
would normally be interested because of the amount of 
the purchase or the delinquent condition. 

H. L. Miller, The Pure Oil Company, Chicago, Illinois: 
What constitutes the best collection system workable with 
an 1.B.M. installation is a debatable subject. In the petro- 
leum industry, as in many others, the trend seems to be 
toward electronic machine accounting with centralized 
processing and billing. Several collection systems are being 
used and others are under study. Collection follow-up 
notices can be produced in the central or regional offices 
for most accounts 30, 60 or even 90 days in default. Pre- 
suming terms of sale call for payment on receipt of state- 
ment, 10 to 12 working days should be allowed before 
collection notices are mailed. Insert notices may also be 
used and mailed with statements, when desired. One com- 
pany, with almost 1,000,000 active accounts processed 
under one roof, sends collection notices in the earlier 
stages. Should delinquency continue, the division credit 
office takes over follow-up. Another has eliminated divi- 
sion retail credit department and has centralized all phases 
of the credit function in one central office. Another com- 
pany processes applications, approves or rejects at division 
level and then transfers further handling to a centralized 
regional office. Some of these procedures a decade ago 
would have been considered by many to be credit heresy, 
especially from the customer relations angle. However, 
in view of the sharp increase in operating costs and credit 
card usage, the necessity for economies has forced mass 
handling of the credit function with personalized follow-up 
used only in the latter and most serious stages of delin- 
quency. At what point the follow-up is to be handled at 
the division, or on a more personalized basis, is an indivi- 
dual company decision and must be based on the eco- 
nomics involved, maintenance of good customer relations 
and other considerations. 





Annual Fifth District 
Consumer Credit Conference 


Statler Hilton Hotel, February 18-21, 1961 
Cleveland, Ohio 


Emphasis on— 
e Minimum of speeches 
e Maximum time for workshop sessions 


e Prominent names to be discussion leaders in 
all phases of consumer credit 


RESERVE THE DATES NOW 


Watch for further information in 
the January CREDIT WORLD 


ACBofA 
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Consumer Credit Outlook 





Consumer instalment credit, seasonally 
adjusted, increased $192 million in Sep- 
tember . . . Slightly more than in August 
but less than in any other month since No- 
vember, 1958. Total outstanding September 
30 was estimated at $42.1 billion. Nonin- 
stalment credit, seasonally adjusted, ex- 
panded $47 million in September to an 
estimated total of $12.0 billion. Total 
short- and intermediate-term consumer 
credit outstanding at September 30... 
$54.1 billion. 


Commercial Bank instalment credit out- 
standing September 30 was estimated to be 
$16.1 billion. - up $64 million from the 
preceding month. Extensions during Sep- 


tember were down $123 million from August 
as a result of declines in all categories. 











increased 
their outstandings by $12 million bring- 
ing their total holdings to $4.1 billion 
at September 30. Their extensions were 
estimated to be $450 million... a de- 
crease of $88 million during September. 

Outstandings resulting from Consumer 
Loans Made Under Effective State Small 
Loan Laws reflect the same trend... out- 
standing increased $6 million to a total 
of $3.3 billion. Volume extended during 
September was estimated at $360 million 

a decrease of $79 million from the 
previous month. 

Department store sales in October 
climbed to the second highest point on 
record after adjustment for seasonal 
trends, the Federal Reserve Board reports. 
The FRB index rose to 150 per cent of the 
1947-49 average... up from 144 per cent 








Changes in Department Store Sales and Accounts Receivable 





Percentage change from: 


September, 1960 
Pp Pm Year 


ago 


Sales during month: Total 
cash 
Charge 
Instalment 


Accounts receivable, end of month 
Charge 
Instalment 





Collection Ratios and Percentage Distribution of Sales 





‘ Sept. | Aug. Sept. 
Item 1960 | 1960 1959 
Collection ratios': Charge accounts 46 47 

Instalment accounts 15 15 


Percentage distribution of sales 
Sash 
Charge 
Instalment f f | 











‘Collections during month as a percentage of accounts receivable at 
beginning of month 
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in September. The record is 154 per cent 
set in April 1959. 


George Romney, American Motors Presi- 
dent, says that “Americans make a big 
mistake in referring to their economy as 
capitalistic. It should be referred to as 
an economy of consumerism, a society in 
which economic power is concentrated in 
the consumer just as our political power 
is concentrated in the citizenry." He also 
added that he feels our economy is wrongly 
based on the conflicts between labor and 
industry while the two actually “have more 
interests in common than conflicts." 

Instalment account receivables at re- 
porting department stores rose 2 per cent 
in September and were considerably higher 
than a year earlier. Collections on in- 
stalment accounts remained at 15 per cent 
of outstandings at the beginning of the 
month. 


Charge account receivables increased 7 
per cent in September and remained somewhat 
above a year ago. About 46 per cent of 
charge account receivables outstanding at 
the beginning of September were collected 
during the month. 

The American Finance Conference states 
that "the growth of automobile instalment 
credit since 1950 finds car buyers still 
relying mainly on dealers for financing. 
Credit through dealers at mid-1960 made up 
76.2 per cent of outstandings and credit 
through lenders 23.8 per cent. Automobile 
dealers transfer most of financing to sales 
finance companies." 

Lawrence A. Appley, president, American 
Management Association, says that more ac- 
































Short- and Intermediate-Term Consumer Credit Outstanding 
(Estimates, in millions of dollars) 





| | 


Sept. 30, 
Type of credit 1960 | 


Change during: 


September | 


Year ended 


Instalment credit, total 


Automobile paper 
Other consumer goods 


paper — 
Repair and modernization 
loans 
Personal loans 


Noninstalment credit, 
total! 


Single-payment loans 
Charge accounts! 
Service credit 


Total consumer credit! 











‘Includes amounts outstanding on service station and miscellaneous 
credit-card accounts and home-heating oil accounts, which totaled $477 
million on September 30, 1960. 





curate long-range planning and more ef- 
fective use of brainpower are the only cure 
for the squeeze on profits that business 
is now experiencing. "During the past 20 
years a steady climb in prices has absorbed 
increasing costs. It didn't take much 
skill to pass increasing costs right on to 
the public. But now inflation has been ef- 
fectively, even if temporarily, curbed. 
The softness we are now experiencing and 
the anticipated slump are in profits more 
than in volume of business.” 

The profile of the average buyer of a new 
home with a mortgage insured by FHA is as 
follows . . earns $7,327 a year, pays 
$14,727 for the house, and takes a mortgage 
of $13,341. His monthly payments of $99.53 
include $15.19 in local property taxes. 
Heating and utilities amount to $18.18 and 
maintenance-repairs add up to $7.29. 

Not since World War II has industry had 
to face a certain problem as squarely as 
it must face it shortly, reports Printers’ 
Ink. The problem is education. "Of the 
30 or so major industries in the U. S., 
at least 25 are allotting an average of 11 
per cent of sales for development of new 
products and processes this year. And 
every industry but mining and construc- 
tion machinery has increased its 1960 de- 
velopment budget, one as much as 50 per 
cent. In the next few years, today's lab- 
oratory models will be available commer- 
cially. Many will represent the first 
universally accepted applications of the 
space-age sciences of nucleonics and 
ultrasonics and the newly discovered as- 
pects of electronics. By 1963 or 1964, 
you may see ultrasonic dishwashers, homes 
heated by atomic fuels, home-lighting 
systems controlled entirely by electrons." 


Printers’ Ink predicts: Formalized tech- 
nical education programs sponsored en- 
tirely by individual vendors for prospec- 
tive buyers or customers; expanded roles 
for technical sales staffs, making them 
teachers as well as salesmen; and changes 
in the ratio of sell to non-sell company 
literature and advertising. 


Creation of “department stores for 


money” as a means of capitalizing on the 











AVERAGE PERSONAL INCOME PER FAMILY 
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Estimates 1959-$6,480, 1960-$6,500; 1965-$7 300, 1970-$8 300, 1975-$9,400. 









































Living Costs Edge Up 
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long-range credit opportunities of the 
1960 decade was suggested by Thomas P. 
McGinn, vice president, General Accept- 
ance Corporation, Allentown, Pennsylva- 
nia. Speaking at the National Consumer 
Finance Association convention, Mr. McGinn 
stated that large finance company chains 
must become department stores for money 
so that they may finance anything for any- 
body at a competitive rate. "We must in- 
vestigate new fields whether they be allied 
to our business or be more broadly diver- 
sified. We must prevail upon banking de- 
partments for support of such programs as 
loans by mail, revolving credit, dual 
operations, and other types.” 


Citizens and Southern National Bank of 





South Carolina have put into effect an 
extensive "Staff-Customer Service Train- 
ing Program”. It is designed to improve 
customer service throughout its banking 
system and will last for 12 months. Some 
500 employees will take part in the train- 
ing. The first year's program will include 
special checking, regular checking, per- 
sonalized checking, travelers checks, 
check reconciliation, instalment loans, 
safe deposits and night deposits, trust 
services, savings and other banking serv- 
ices. 





Your medical collection percentage will 
go up a bit this year if it follows the 
trend shown in Medical Economics. The per- 
centage for all doctors has risen 3 per 
cent since 1955. Last year, 60 per cent of 
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the general practitioners and 75 per cent 
of specialists collected 90 per cent or 
more of their bills. 


Chrysler Corporation has decided that 
what's selling compacts isn’t their small 
size but their smaller price tag. 
witness sales 
the company 
Chrysler. 


TT 


How much does it cost to elect a U. 5S. 

President? Parade Magazine says ys that more 
money is being spent in the current Presi- 
iential campaign than has ever been spent 
in any previous one. The cost of every- 
thing from buttons to television time has 
risen sharply. Best estimate is that each 
party will spend from $7 to $12 million 
trying to elect its man! 


The First New Haven National Bank has an- 
nounced the inauguration of "On-the-Job 
Bank Service.” The program provides a wide 
range of bank services that can be handled 
by working men and women through payroll 
leduction. The American Banker says that 
customers may make deposits to savings ac- 
counts, checking accounts and Christmas 
Club accounts. In addition, they may make 
snpmgipes on personal loans, instalment 
oans, mortgage loans or any other type of 


of the Dodge Dart... so 
plans a medium-priced 
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Consumer Instalment Credit, by Holder and Type of Credit 


(Estimated amounts outstanding, in millions of dollars) 





Increase or decrease 
during: 

Type of credit and Sept. 30, a 

institution F 1960 | Sept. Sept. | Year ended 

1959 \Sept. 30,1960 


Total 42,136 | | +452 


Commercial banks 16,115 
Sales finance companies 
Credit unions! 
Consumer finance 
companies! 
Other financial institutions 
Retail outlets? 


Automobile paper 


Commercial banks | 
Sales finance companies’ | 
Other financial institutions) 
Automobile dealers 


Other consumer goods paper| 


Commercial banks 

Sales finance companies 

Other financial institutions 

Department stores! 

Furniture stores 

Household appliance 
stores 

Other retail outlets 


Repair and modernization 
loans‘ 


Commercial banks 
Sales finance companies 
Other financial institutions 


Personal! loans 
Commercial banks 


Sales finance companies 0 
Other financial institutions 6, 509 | + 30 | 











‘Estimates of loans at credit unions and consumer finance companies by 
type of credit are included with figures for other financial institutions. 

Figures by type of retail outlet are shown below under the relevant types 
of credit 

‘Includes mail-order houses 

‘The face amount of outstanding FHA Title I loans at the end of September 
is reported by the Federal Housing Administration to be $1,977 million, of 
whic ‘4 an estimated $1,681 million is for consumer purposes and is included 
in the above. 


30 CREDIT WORLD December 1960 


loan at the bank. By authorizing his em- 
ployer to make one payroll deduction, an 
employee now can handle automatically de- 
posits and payments to one or several 
accounts at the bank. 


The Civil Aeronautics Board has begun 
an inquiry into the booming credit card 
business as it applies to airlines. At this 
stage the study is purely a fact finding 
nity 8 on. It is reported that the cur- 

nt hearing before CAB examiners may pave 
the way for a full-scale critical examina- 
tion of the “tax expense” economy. 





he lack of recognition is the biggest 
non-monetary y reason why workers quit their 
jobs. A survey of 2,500 skilled workers 
ate pid that other important reasons were 
lack of an area of prime respon sibility and 
unjust standards for judging work per- 
formance. 





Who attracts the new savings? Dr. Ru- 
iolph Modley, « economist, Kent, Connecti- 
cut, told members of the National Credit 
Union Management Conference that "As of 
now the savings and loan associations are 
far ahead, credit unions are next, and banks 
are last. The principal competition for 
the savings dollar facing both banks and 
credit unions arises from the saving and 


Consumer Instalment Credit Extended and Repaid, and 
Changes in Credit Outstanding 


(In millions of dollars) 





Other | Repair rn 
consumer 'ersonal 
| modern- ieone 


Auto- 

mobile s 

paper ization 
paper | loans 


Without seasonal 
ad justment 

Credit extended 
1960—Sept. 


Aug 
1959—Sept. 


Credit repaid 
1960—Sept. 


Aug. 
1959—Sept. 


Seasonally ad justed * | 
Credit extended | 
1960—Sept. 


Aug. 
1959—Sept. 


Credit repaid 
1960—Sept. 


Changes in outstanding credit, 
seasonally adjusted! 

1960—Sept. 92 | +29 | + 40 +10 

August | + | + 34 | — 12 +24 

3rd qtr. | | 

mo. av. x + 30 + 25 +17 

2nd qtr. 

mo. av. | 39¢ +168 +106 | +30 

Ist qtr. | 

mo. av. +194 | +28 

4th qtr. 

mo, av. : +151 + 74 +28 

3rd qtr. | 

mo. av.? +4 | +214 +121 | +33 


Aug. 
1959—Sept. 











\Seasonally adjusted changes in outstandings derived by subtracting credit 
repaid from credit extended. 

*Changes do not reflect the incorporation of figures for amounts outstanding 
for Hawaii in August. 

NOTE:—Estimates of instalment credit extended and repaid are based on 
information from accounting records of retail outlets and financial institutions 
and include finance, insurance, and other charges covered by the instalment 
contract. Renewals and refinancing of loans, repurchases or resales of 
instalment paper, and certain other transactions may increase the amount 
of both alle extended and credit repaid without adding to the amount of 
credit outstanding. 

*Includes adjustment for differences in trading days. 





loan companies. The major factors in the 
success of these associations probably 
have been very high investment in high 
rate, long-term mortgages, extremely ac- 
tive promotion, negligible taxes, and sav- 
ings insurance." 

Business Week reports that one of the 
problems confronting the credit card busi- 
ness is "market saturation.” A second, 
and an acute one, is the tendency to 

redit. The fact that 75 per cent 

credit card holders have more than 

lit card indicates "kiting" could 

become a major problem. By stalling var- 

ious credit card companies, holders can 

postpone payments over several months. It 

is reported that companies discovering 

card holders following this practice are 
recalling their cards. 

“Buy American" directives 
Defense Department may 
pli ers’ sales to 


issued by the 
increase U. S. sup- 
overseas military forces 
$10-$20 million annually. These are 
oducts consumed in the armed services’ 
mmissaries and post exchanges. — — 
roadblock is a ruling } 
ment that "overriding } 
may call te 
procurement of fc ign 





C offshore 
goods. The other 
provision: “tn Yr U. S. Merchandise 
must be comparable with those of foreign 
suppliers. 
The Diners’ Club has added its first rac 
track member . . . Miami's Tropical Park. 
iners will receive from the track 7 per 
cent of the admis fee as its commission. 
Here are the 
mists about 
States: 


—— of four top econo- 
conomy in the United 


Raymond Saulnier, Chairman of the Coun- 
of Reyne Advisers: Talk about a 
slump is “having some retarding influ- 
ence,” but the next decisive move will be 
an advance.” 

Dr. John Lintner, Harvard professor of 
business administration: A recession "of 
substantial proportions is in the mak- 
ing,” and its full impact will be felt next 
year. However, he does not expect as big 
a dip as in 1957. 





Drs Jules Backman, New York University 
professor: Despite some "small rock- 
slides,” the economy is close to its all- 
time high and “there is no evidence that 
this peak is about to crumble away." 

John R. Bunting, economist for the Fed- 
eral Reserve Bank of Philadelphia: A con- 
tinuation of "sluggish" movement is 
likely. “If the future does not look 


overly strong, neither does it appear ter- 
ribly weak." 


Stores Magazine for October describes 











Instalment Debt 





























Billions of Dollars 





-Instalment Credit 
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Source: Federal Reserve Board 
Uni-Tote, a new automated data processing 

which employes a point-of-sale 

which was recently demonstrated 

York by Universal Controls. In ad- 

the point-of-sale register, the 

includes a central control 

credit watch list with photo- 

electri c scanner, edit printer; total 
indicator which shows cumulative total of 

y's business broken down into cash and 

unts receivable, sales journal, which 
ints the record of each sale and a con- 
ventional card punch, recording each cash 
ransaction for the purposes of billing 
inventory control. 

Relying on rising volume to take care of 
the steady i increase in operating costs of 
sales finance companies is not possible 
under today’s competitive conditions, 
leaders of the industry were told re- 
cently. "The one avenue of real promise 
lies in making capital work harder," as- 

serted A. J. Blasco, president, Inter- 
state Securities Company, Kansas City, 
Missouri "The objective is to employ 
maximum funds available, based on prudent 
judgment, on a mix of business, with due 
consideration to maturities, that will 
produce the highest yield,” Blasco said in 
moderating a panel discussion on Main- 
taining Profits in the Future. "We must 
have the courage to decline business which 
is not productive of satisfactory yields 
and low losses.” He made the talk before 
the annual convention of the American Fi- 
nance Conference 
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e Thomas Jefferson: “We resort to ridi- 
cule only when reason is against us.” 


_ @ Francois de la Rochefoucauld: “There 
are many people who would never have 
been in love if they had never heard love 
spoken of.” 


e Randall Jacobs: “There is no 
substitute for accurate knowledge. 
Know yourself, know your busi- 
ness, know your men.” 


© Kroehler News: “Counting time is not 
so important as making time count.” 


e Anonymous: “All people smile in the 
same language and tolerance consists of 
seeing certain things with your heart in- 
stead of your eyes.” 


e Elbert Hubbard: “Every man is a damn 
fool for at least five minutes every day; 
wisdom consists in not exceeding the 
limit.” 


e Persian Proverb: “One pound of learn- 
ing requires ten pounds of common sense 
to apply it.” 


e Grit: “If you can’t be thankful for what 
you receive, be thankful for what you 
escape.” 


e Charles C. Noble: “You must 
have long-range goals to keep you 
from being frustrated ‘by short- 
range failures.” 


e Thomas A. Edison: “Restlessness and 
discontent are the first necessities of 
progress.” 


e Confucius: “When prosperity 
comes, do not use all of it.” 


e Vernon Law: “Some people are so busy 
learning the tricks of the trade that they 
never learn the trade.” 


e De Ma Ra Ce: “When love and skill 
work in unity, 


Expect a masterpiece and life plenty.” 


e Rabbi Irving J. Block: “I have 
heard people say, ‘If I only had 
this or that, I could be happy.’ But 
those who search for happiness will 
never find it, because happiness is 
not a goal, it is a by-product. The 
way to happiness is not from with- 
out but from within.” 


e Will Rogers: “Modern families don’t 
worry about the wolf any more. They just 
feed him on installments.” 


e Watchman-Examiner: “No one has 
lived long enough to learn how to do 
always as he pleases.” 


e Dr. Norman Vincent Peale: 
“Frank Leahy of Notre Dame, one 
of the greatest football coaches 
America ever produced, used to 
keep a big sign in the locker room, 
just where all the boys could see it 
when getting read ier a game. 
Printed in large, bold letters, it 
read: ‘When the going gets tough, 
let the tough get going.’ I think 
that’s a very useful motto for all 
of us.” 


e W. Somerset Maugham: “When I was 
young I was amazed at Plutarch’s state- 
ment that the elder Plato began at the 
age of 80 to learn Greek. I am amazed 
no longer. Old age is ready to undertake 
tasks that youth shirked because they 
would take too long.” 





Philosopher's 
Corner 


“You can tell the 
character of every 
man when you see 
how he receives 
praise.” 

—SENECA (8 B.c.-A.D. 65) 











e E. B. White: “Democracy is the re- 
current suspicion that more than half of 
the people are right more than half of 
the time.” 


e George Bernard Shaw: If ever 
you have a lump of money large 
enough to be of any use, and can 
spare it, don’t give it away; find 
some needed job that nobody is 
doing and get it done.” 


eH. E. Martz: “Biting off more 
than they can chew gives diplo- 
mats a summit-ache.” 


e@ Dr. Abram Sacher: “We have inherited 
new difficulties because we have inherited 
more privileges.” 


e John Charles Salak: “Failures 
are divided into two classes—those 
who thought and never did, and 
those who did and never thought.” 


e Oliver Wendell Holmes, Jr.: “About 
seventy-five years ago I learned I was 
not God. And so, when the people of the 
various states want to do something and 
I can’t find anything in the Constitution 
expressly forbidding them to do it, I say, 
whether I like it or not: ‘Damn it, let ’em 


e Arthur Somers Roche: “Worry is a 
thin stream of fear trickling through the 
mind, If encouraged, it cuts a channel 
into which all other thoughts are drained.” 


e Robert Louis Stevenson: “What 
can be more encouraging than to 
find the friend who was welcome 
at one age, still welcome at an- 
other!” 


e George Santayana: “Wisdom lies in 
taking everything good-humoredly, with 
a grain of salt.” 


e Don Marquis: “The successful people 
are the ones who can think up stuff for 
the rest of the world to keep busy at. 


e John Wesley: “He who governed 
the world before I was born shall 
take care of it likewise when I am 
dead. My part is to improve the 
present moment.” 


e The Little Gazette: “Do you have ore 
when your enthusiasm is at low ebb, 
when, if you could, you would chuck 
everything and light out? Or days when 
you wonder what on earth has got into 
you to make you re & things you say, 


or pull the stupid boners you pull? Or 
days when somehow you just cant get 
with it, when ideas won’t come? 

At such times, do you wonder privately 
whether you are slipping, whether the 
ears are creeping up on you? Take 
neart. You have lots of good company— 
more than you would ever dream of. 
Somerset Maugham, who has spent a 
lifetime observing people and their be- 
havior, reports that ‘only a mediocre per- 
son is always at his best.’” 





ee 


Denver, Colorado. What's 
your favorite text? 





“In the day of prosperity be joyful but in 
the day of adversity consider: God also 

; hath set the one over against the other, 
onto oa to the end that man should find nothing 
after him." 


(Ecclesiastes 7:14) 
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Are You headed for trouble 
Ir. Manager of Credit Sales? 


—or do you know just which of those slow accounts are 


responsible for that lag in your collection percent- 





Experience has proved that consistent ageing 

of accounts is the only sure way to maintain efficient 

control of your receivables. Also recommended for the 

following uses— Collection follow up. @ Account re- 
strictions. @ Trial balances in small stores. 


Prices 


100—$1.75; 500—$6.50; 1,000—$11.00. Postage is extra. 
Size 942" by 12” 


NRCA) Best? Ztec 
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MR.EUGENE B.POWER 
UNIVERSITY MICROFILMS 


315 WO.FIRST ST- NOW AVAILABLE! 


A new service for 
Canadian Members 


of 


National Retail Credit Association 
and 
Credit Granters’ Association 
of Canada 


On September 1, 1960 NRCA made 
available to Canadian members the 
same fine plan of 


ror Members of GROUP LIFE INSURANCE 


- . n 
. 
tail Credit Associatlo 


National Re 


that has been so enthusiastically ac- 
ssociation , cepted by members in the United 


States. 


an d 


Credit Granters A 
of Canada 


Over $10 million in insurance in force. 


Fifteen death claims have been paid to 
NRCA member dependents to date. 


BE A CHARTER MEMBER OF THE PLAN 


Open House Enrollment Period Extended to February 1, 1961 


Why take a chance . . . investigate . . . join an established Group Life Insurance 
Program .. . insure with NRCA-CGAC . . . backed by John Hancock Mutual Life 
Insurance Company .. . one of the oldest and most reliable .. . Other programs 
may sound better but remember... you get what you pay for. Always buy 
the best when insuring YOUR life. 


LOW GROUP RATES NO AGE LIMITS NO MEDICAL EXAMINATION 


If enrollment made prior to effective date 


SSS SSS SBS eeanaeanananaee 
National Retail Credit Association 
375 Jackson Avenue 
St. Louis 30, Missouri 


Clip and Mail This Coupon 


EE 


Please send me without obligation, details and application 
form for the NRCA-CGAC Group Life Insurance Plan. | am a 
member of NRCA and CGAC. 


FOR COMPLETE INFORMATION 


Name 


AND AN APPLICATION FORM Sanane 


City 




















